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What an Athletic Director 
of Indiana University did 
for his daughters 


It was back in 1922, when 
Mary was eight and Catherine 
was five. Their father felt his 
responsibility strongly. He 
wanted to make sure that no 
matter what the future held his 
daughters would have funds for 
a college education. He natur- 
ally turned to life insurance. 

An Equitable agent helped 
him work out Educational Fund 
policies providing that, when 
the girls reached eighteen, the 
proceeds would be paid to 
them, over a four-year period, 
in quarterly installments. 

The father lived only fifteen 
months after the policies were 
issued. 

Mary is now in her third year 
in the School of Journalism at 
a mid-west State University. 
Catherine will enter an art 
school in Chicago, next fall. 

Because of their father’s 
thoughtfulness and foresight, 
both of these girls will be 
: ——? equipped to face the 
ee world. 

ab ee - 2 

© fo go This life insurance program, 
prepared so carefully to meet 
the needs of an Athletic Direc- 
tor and his family, is but one 
of many thousands which Equit- 
able agents, trained in the Case 
Method of life insurance plan- 
ning, have put into effect for 
far-sighted people. 

You too have obligations to 
yourself and your family. Let 
an Equitable agent suggest an 
insurance program especially 
adapted to your own conditions. 


THE EQUITABLE 


PAIR = JUST 


LIFE ASSURANCE 


SECURITY = PEACE OF MIND 


SOCIETY 


MUTUAL — COOPERATIVE 


OF THE U.S. 


NATION-WIDE SERVICE 





Thomas I. Parkinson, 
President 











The above advertisement is appearing in 
current national publications 
















THE EQUITABLE 
CASE METHOD 
of 
LIFE INSURANCE 
PLANNING 


' The national advertising 


program of The Equitable 
Life Assurance Society of 
the United States for 1935 
will continue to feature 
the Society’s Case Method 
of Life Insurance Plan- 
ning, emphasizing the 
highly important part the 
trained Equitable agent 
plays in fitting the 
insurance to the exact 


needs of the prospect 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 


THOMAS I. PARKINSON, President . 
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IN,OL TOP } @ At the request of many 
BRING ‘EM}' agents and policyholders 
IN¢ we are repeating the 

“ series of now _ famous 

; cartoon cuts “Hints to 
Salesmen,‘’ designed b 


Guilford A. Deitch an 
drawn by the late Gaar 
Williams, the well-known 
cartoonist, especially for 
the Reserve Loan Life. 
These were first used 25 
years ago. This com- 
pany was one of the pio- 
neers in the country in 
using cartoons and hu- 
mor in advertising. 














You CAN CLEAN UP WITH OUR POLICIES 


Payment of losses within 24 hours of receipt of 
proofs is the ordinary daily routine of this 
; organization. 


Write for General Agency openings with a 
direct home office contract that pays liberal 
commissions. 
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Annuity Conversion 
Idea Is Spreading 


Public Response to Plan of 
Changing Annual Premium Re- 


tirenent Form Is Good 
HELPFUL TO COMPANIES 


High Present Liquidity Permits Releas- 
ing Much of Reserve, Change to 
Life Form 


NEW YORK, July 18.—Efforts to 
convert annual premium retirement 
annuity contracts to life insurance poli- 
cies as of the issue date, with a refund 
of the difference in cash values, are 
meeting with a good response from hold- 
ers of the former type of contract. 

Such a change is frequently to the 
assured’s advantage. His condition may 
be different from what it was when he 
took his retirement annuity. He may 
have been single at the time and since 
married or in other ways acquired obli- 
gations which make life insurance pro- 
tection, with a reasonably high reserve 
for later retirement, much more desir- 
able than the retirement feature alone. 


Bitten by Annuity Bug 


It also often happens that men who 
were logical prospects for life insurance 
were so severely bitten by the annuity 
bug of the last few years that they in- 
sisted on taking an annuity in spite of 
the best efforts of agents to sell them 
life insurance or a combination insur- 
ance and annuity form. And, of course, 
there were cases where agents simply 
sold what was easiest to sell, which 
was very often an annuity of some form. 

From a company viewpoint the change 
as some desirable angles. Annuity- 
writing companies have for some time 
een limiting the amount of annuity 
business they would take. Converting 
retirement annuity to a life contract 
means giving back to the policyholder 
a substantial part of his reserve, and put- 
ting the remainder on a life insurance 
basis, thereby checking to that extent 
me piling up of annuity reserves in the 

ure, . 


Time Ripe for Change 


Another consideration is that the 
Present is a very good time for compa- 
re to make such returns of cash value. 
‘ssets are over-liquid and a company 
me make such a transfer of funds with 
— of loss either in interest 
—y or in converting securities into 
a oo Ubviously, if a retirement annuity 
oF cathy tight contract for a certain 
tna’ older, there is more likelihood 
™ Ae will demand his cash values later 
near a ed aaeate are less readily 
recy oO cash than they are at 
he usual method of converting a re- 

ment annuity to a life policy is to 

(CONTINUED ON PAGE 21) 
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Some Observations on the 
Commissioners’ Gathering 





By C. M. CARTWRIGHT 


These annual gatherings of the Na- 
tional Convention of Insurance Com- 
missioners may not be fruitful of 
many accomplishments but they serve 
a very desired end. Where the 
entertainment is featured, all get in a 
spirit of play. This is particularly true 
out in the Pacific Coast country with 
such diversified scenery and awesome 
aspects of nature. 

The commissioners have a three fold 
constituency, the people, the producers 
and the administrative insurance people. 
They must therefore take an impartial 
and comprehensive view of their domain. 
The supervising officials can not get 
away from the personal side of insur- 
ance—the people in it. It is after all a 
very personal business, involving the 
welfare of millions. These annual pil- 
grimages accentuate that personal ele- 
ment. 


Affords Opportunity to Get Acquainted 


These gatherings furnish an opportu- 
nity for the commissioners to become 
acquainted with one another, with the 
insurance organization people, company 
officials and agents. It enables also the 
insurance men to come in contact with 
one another. In their own gatherings 
they meet with those of their special 
class. Here all come together—life, fire, 
casualty, marine—mutual and stock— 
fraternal and old line—reciprocal and 
incorporated—assessment and legal re- 
serve. It is the one insurance platform 
on which all stand on a basis of equal- 
ity. The various groups have a chance 
to meet in the hotel lobby, in the rooms, 
on the sight-seeing trips. It is when 
one is off the reservation, so to speak, 
that he gets better acquainted with his 
fellows. In the more strenuous busi- 
ness sessions at the New York meet- 
ings in December, when all entertain- 
ment is tabooed, the personal contact 
and the opportunity for the expression 
of fellowship are lacking. It is on these 
annual jaunts that close ties are formed 
and good will developed. Therefore I 
have no sympathy with the cynics who 
sneer at these annual conventions and 
call them “junkets.” They serve a very 
definite purpose. They bring the super- 
visors and supervised into a more sym- 
pathetic relationship. They open the 
way for us all to know this country 
better. 

Changes in the Membership 


This meeting was unusual because of 
the great political cataclysm ‘ which 
swept so many commissioners out of 
office. There are some 24 new officials. 
It is unfortunate that in our political 
scheme, those who have gotten their 
bearings and who have become partic- 
ularly useful and efficient, are catapulted 
out of office just at a time when they 
are reaching the point of highest value 
to the public. In this respect our Ca- 
nadian friends have the advantage for 
their insurance superintendents have 
the opportunity of continuing in office 
and thus growing in stature. 

We miss in the business deliberations 
of this body such men as Dunham of 





Connecticut, Thulemeyer of Wyoming, 
Olsness of North Dakota, Brown of 
Massachusetts, Garfield Brown of Min- 
nesota, Van Schaick of New York, 
Gauss of Michigan, Pope of Texas— 
for they were worth while and consci- 
entious. After all this body of insurance 
commissioners, taken by and large, is 
truly representative and is composed of 
men of parts and intelligence. As in 
all other organizations there are self- 
seekers, those who want to publicize 
themselves—but as a class they are a 
credit to our country. 


Some Old Timers at Hand 


Despite the decimation, there were 
enough of the holdovers to guide the 
ship of state. Boney of North Caro- 
lina, Read of Oklahoma, Sullivan of 
Washington, Gough of New Jersey, 
Cochrane of Colorado, O’Malley of Mis- 
souri, Palmer of Illinois, McClain of 
Indiana, Mortensen of Wisconsin, Smith 
of Utah, all at the meeting, constituted 
the chief holdovers. Julian of Alabama 
occupies a peculiar role. He is also an 
“old guarder” but after he served as 
commissioner some time ago he was 
for a number of years afterward an in- 
surance company official but he main- 
tained his relationship with the organi- 
zation by joining the third house and 
adding to his stock of rare Negro 
stories. Daniel of Texas, life insurance 
commissioner, who succeeded the tow- 
ering and oratorical Tarver, was a for- 
mer commissioner but he was lost in 
the shuffle so far as the convention was 
concerned until he hove in sight with 
his second appointment. He becomes a 
factor in the convention because of his 
former experience. It must be said of 
Alabama that Greer made a very good 
record but everyone greets “Uncle 
Frank” with open arms on his return 
to his old throne. 


New Faces at the Convention 


We were all curious to measure the 
new commissioners and because of their 
nuinber it was no easy task. Of the no- 
vitiates, I should say that Pink of New 
York, Blackall of Connecticut, Carpen- 
ter of California, Bowen of Ohio, Ket- 
cham of Michigan will become very in- 
fluential. It was unfortunate that De 
Celles of Massachusetts was not on 
hand nor Reed of Kentucky. The latter 
joined the party at Chicago July 4 on 
a day of gayety so his stature would 
not really be measured. He returned 
home after that day. 

Of the less new officials Smith of 
Utah, Tobin of Tennessee, Mauk of 
Texas, Holmes of Montana, Gentry of 
Arkansas, Marshall of District of Co- 
lumbia, Bowles of Virginia and Sullivan 
of nee have to: be reckoned 
with. 

It is to be deplored that the brand 
new Mississippi commissioner, J. A 
Johnson, will only serve until Jan. 1, 
he stipulating that he must retire then. 
He is one of the foremost local agents 
of his state and is a man of prominence 
outside his calling. 

(CONTINUED ON PAGE 12) 





Applecart Upset 
at Seattle Meet 


Far Western Commissioners Led 
the Revolt Against the 
East 


SULLIVAN IS VICTORIOUS 


State Officials Veered Strongly Toward 
the Right in Federal Interference 
and Control 


OFFICERS ELECTED 


: President, W. A. Sullivan, Wash- 
ington. 

First Vice-president, Ernest Pal- 
mer, Illinois. 

Second Vice-president, G. A. 
Bowles, Virginia. 

Executive Committee Chairman, 
Louis H. Pink, New York. 

Executive Committee, S. L. Car- 
penter, California; A. J. Ham, Wyo- 
ming; H. E. McClain, Indiana; H. 
H. Earle, Oregon; C. A. Gough, New 
Jersey; U. A. Gentry, Arkansas, and 
J. C. Blackall, Connecticut. 

Secretary, Jess G. Read, Oklahoma. 


There was a complete upset in the 
election at the annual meeting of the 
Insurance Commissioners Convention 
at Seattle, the slate agreed upon by 
those on the special train going out 
from Chicago being completely shat- 
tered. It was the plan to reelect Dan 
C. Boney president and promote C. A. 
Gough of New Jersey from chairman 
of the executive committee to the first 
vice-presidency, alloting Sullivan of 
Washington the second place and put- 


ting Palmer of Illinois as chairman of 
the executive committee. 


Resentment Was Felt 


The insurrection started among the 
far western commissioners headed by 
Sullivan of Washington. There was a 
general revolt of the west against the 
east. The feeling prevailed that the 
westerners had not been recognized in 
committee appointments or other hon- 
ors and they had not been given suff- 
cient representation in connection with 
examinations. There was a general feel- 
ing that the eastern companies had too 
much to say and were trying to dom- 
inate the western brethren. There were 
a number of caucuses in the early part 
of the week and the Pacific Coast mo- 
mentum gathered strength. Hunt of 
Pennsylvania joined with the revolution- 
ists as did Tobin of Tennessee and 
some other commissioners. 

Another factor was the resentment of 
the Pacific Coast commissioners and 
some others that nothing was being 
done to curb unauthorized companies, 
chiefly mutual benefit assessment con- 
concerns that are raiding almost every 
state. The westerners declared that 
commissioners of some of the more 

(CONTINUED ON PAGE 18) 
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Policy Uniformity 
Deemed Essential 


Discussed at A. B. A. Insurance 
Section Meeting in 
Los Angeles 


PROPOSE UNITED FRONT 


Speakers Urge Action by Attorneys, 
Insurance Men and Insurance 
Commissioners 


The movement toward standardiza- 
tion of insurance policies and laws for 
the purpose of securing uniformity in 
court decisions and building up a back- 
ground of reliable rulings, progressed 
considerably at the Los Angeles annual 
meeting of the insurance law section of 
the American Bar Association this 
week. 

“Much progress has been made in 
the past in standardizing policies and 
in securing to a degree uniformity of 
legislative enactment,” said W.  D. 
Dunifon, first assistant attorney-general 
of Ohio, in “A Summary of the Year’s 
Fire Insurance Cases.” The confusion 
that exists, he says, is due to the fact 
that some courts have departed too far 
from the fundamentals of insurance law. 


State Official Speaks 


“The desired standardization which 
is so essential to both the insurance 
company and the assured can be sub- 
stantially hastened by united action of 
the insurance committees of the various 
bar associations together with the rep- 
resentatives of the underwriters in con- 
junction with the insurance commis- 
sioners of the respective states. 
Without this united front it will be im- 
possible to bring about the necessary 
legislation for the recodification and re- 
sulting uniformity of the insurance laws 
of this country.” Mr. Dunifon analyzed 
more than 200 decisions in preparing 
the summary, contacting 30 leading law 
schools, and said he was amazed to 
find that two-thirds of these schools 
make no effort to teach insurance law. 


Physician-Patient Privilege 


The old privilege extended physicians 
of not testifying against their patients 


or disclosing information gained in 
confidence should be removed, H. D. 
Van Duser of Rochester, N. Y., de- 


clared in a lengthy paper on “First Cen- 
tury of a Statutory Privilege.” He 
urged that the insurance section ap- 
proach various state legislatures with 
this project, arguing that there is a def- 
inite responsibility resting on the 
American Bar Association to bring 
about in cooperation with or through 
various state bar associations restora- 
tion to the courts of functions which 
will permit ending the truth-concealing 
physician-patient privilege. 

J. E. Coleman, of Coleman & Barry, 
Milwaukee, reported for the member- 
ship committee, recommending that it 
be made standing. He reported addi- 
tional enrollment of 530 members up 
to June 1, secured entirely by corre- 
spondence, total membership in the 
section being 2,833. 

Rescission of policies in equity for 
fraud was discussed by V. J. Skutt, of 
Omaha, attorney Mutual Benefit Health 
& Accident. The remedy unquestion- 
ably is applicable to life policies con- 
taining -the incontestable clause where 
the bill is filed within the contestable 
period and before action at law has 
been commenced. Recent supreme 
court decisions, he said, would seem 
quite conclusively to bar equitable re- 
lief where the loss has occurred and 





Fifth Anniversary Party 
Staged by Chicago Agency 










































E. B. 


THURMAN 


E. B. Thurman, who has just com- 
pleted five years in Chicago as general 
agent of the New England Mutual Life, 
was feted at a dinner given by members 
of his agency in Chicago this week. 
More than 60 attended, including wives. 
The sentimental aspect of the evening 
was relieved by the toastmaster, Paul 
Dallwig, who performed in flashing 
style and never permitted the atmos- 
phere to get too thick. He undertook 
to give a history of the agency and 
touched off various incidents familiar to 
all, that provided much amusement. 

Walt Tower, managing director of 
the Chicago Association of Life Under- 
writers, brought greetings and paid 
feeling tribute to Mr. Thurman, because 
Mr. Tower was formerly associated 
with Thurman when the latter was 
general agent of the Missouri State 
Life. Frank Johnson, assistant cashier, 
a young man just out of high school, 
made a gracious talk. Harley Huskey 
presented Mr. Thurman with an illumi- 
nated testimonial, signed by members of 
the staff. Other speakers were William 
Strong and Dr. Lyle Williams. Mr. 
Thurman responded feelingly. 

A feature of the evening was the 
playing of selections on the accordion 
by Alice Patton, who performs on radio 
station WGN, and is a daughter of 
David Patton, one of the Thurman 
agents. 

Mr. Huskey was chairman of the 
committee in charge, the other members 
being C. P. Blachly and Frank O’Leath. 

The next day the agency started a 
30-day production campaign in Mr. 
Thurman’s honor. Robert Rickey is 
chairman of that committee and he is 
assisted by W. B. Strong. 








action been instituted at law with suffi- 
cient timeliness to enable the company 
to assert its grounds for fraud as a de- 
fense at law. 

It would appear that the disability 


. feature under a life contract may be re- 


scinded apart from the life insurance 
feature. Authorities are uniform that 
where disability and life features in a 
policy are divisible and the incontest- 
able clause inapplicable to the disabil- 
ity feature, a rescission action as to the 
disability features will lie if otherwise 
obtainable even if the contestable pe- 
riod has expired. But where elements 
of divisibility, such as separate consid- 
eration and separate promise of indem- 
nity do not exist, the contract is not 
divisible, and expiration of the contest- 
able period ig a bar to rescission pro- 
ceedings subsequent thereto. 

It is sometimes difficult for compa- 
nies to show absence of full, complete 
and adequate remedy at law under acci- 
dent and health contracts. because the 








Watch Insurance Exemption 
in “Soak the Rich” Tax Plan 





NO DEFINITE PROPOSAL UP 
Life Men Hopeful That No Attempt 
Will Be Made to Change 
Present Limits 





NEW YORK, July 18—Because 
President Roosevelt’s “soak the rich” 
tax proposal has dealt solely with in- 
creasing rates of taxation rather than 
with lowering the limits of exemption, 
life insurance men are hopeful that no 
attempt will be made to lower or elim- 
inate the present exemption to which 
life insurance up) to $40,000 payable to 
a named beneticiary is entitled under 
federal estate tax laws. é 

The exemption for general estates 1s 
$50,000, so that a man could leave 
$90,000 .without paying any estate tax 
to the federal government provided 
$40,000 were in life insurance, even 
though he had reserved the right to 
change the beneficiary. 


Surrounded in Vagueness 


Because no bill has been drawn, the 
whole subject is shrouded in vagueness. 
The hearings held at Washington were 
termed farcical because of the absence 
of a definite proposed measure on which 
to base discussion. All there is to go 
on is President Roosevelt’s message to 
Congress and Treasury Secretary Mor- 
genthau’s statements. 

Unless the President considers a 
family receiving $1,600 a year as “rich,” 
there can be no logical reason for 
lowering the present $40,000 exemption, 
for $1,600 is all that $40,000 will pro- 
duce if left at 4 percent interest, which 
is about the present level of income on 
proceeds left on the interest option. 
With the cuts in excess interest rates 
that companies have been forced to 
make because of low, interest rates on 
investments—and probably will be 
forced to make in the future—it would 
be more sensible to increase the ex- 
emption rather than lowering it. 





Receivership for Insolvent 
Cities Is Method Proposed 


The theory of receivership should be 
extended from application merely to 
private corporations to include muni- 
cipal corporations, E. J. Dimmock of 
New York City declared in a talk on 
“Legal Problems of Financially Em- 
barrassed Municipalities,” given before 
the committee on municipal law of the 
American Bar Association at the Los 
Angeles session this week. He _ pro- 
posed that a state commission be au- 
thorized to supervise expenditures of 
insolvent cities, to bring about unified 
action by creditors and make settlement 
binding on all creditors. 

The prime function of the commission 
would be to furnish creditors accurate 
information about city finances and 
supervise tax collections and expendi- 
tures, he said. The present method of 
solving a city’s financial difficulties is 
merely trial by battle. Mr. Dimmock 
proposed state and federal laws to make 
judicial settlements brought for the 
benefit of all creditors binding on all 
regardless of their residence. The sub- 
ject is of great interest to life compa- 
nies, most of whom have some muni- 
cipal bonds, and especially to fraternal 
societies. 








fraud remains undiscovered until after 
loss has been sustained by the assured 
and frequently until after institution of 
lawsuit against the company. Despite 
these difficulties, Mr. Skutt said, equity 
proceedings for rescission offer great 
hopes in such cases because of the pos- 
sibility of showing especial circum- 
stances or other grounds for the equity 
courts to take jurisdiction. 
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tion’s Annual Gathering Is in fo! 
Los Angeles I 
COMMITTEES IN REPORn pe 0PP‘ 
Judge W. L. Ransom of New Yui Stte | 
Considered Favorite for President me 
Succeeding F. C. Haymond 
LOS ANGELES, July 18—With afm T° 
address of welcome by H. F. Risbroug, dagen 
deputy commissioner of California, i wie 
the absence of Commissioner S. L. (Cy. = 
penter, Jr., the third annual meeting ( — 
the Insurance Section of the Americy ssi 
Bar Association opened here, wit wee 
Chairman F. C. Haymond of Fairmon ween 
W. Va., presiding. Mr. Haymond en ene 
phasized the value of the opportunity t mit 
meet, compare, discuss and _ criticix go 
freely such legislative trends and met Clie 
ods of law administration as seem \ mende 
Suggest or require consideration al but tl 
comment. The discussions and resi will n 
ing actions are of great value to the leg he st: 
profession and public generally, he sai subjec 
J. E. Coleman, Milwaukee, chairma thorize 
of the special committee on membership, He sai 
reported increased membership, stating to the 
there are probably 5,000 lawyers in th he felt 
United States qualified to become mer: suranc 
bers of the section. he co 
Accident and Health Report wedge 
F. E. Spain, chairman committee o — 
health and accident insurance law, spokt onneen 
briefly on the subject of fraudulet meee 


claims and investigation by the commit 
tee of the value of the motion pictur 0 







camera in such work. V. J. Skutt, Me Mos 
tual Benefit Health & Accident, Oma IR® of [11;, 
followed with an address on rescissidt comme 
of policies in equity for fraud, stressing action 
the desirability of careful consideratio ley of 
of the application of the rules of equi ing ar 
in defeating fraud in procurement 0! The st 
policies. tion. 
Judge Ransom Favorite Pressio 
Chairman Haymond announced @ — . 
pointment of a nominating committee des A 
to prepare a slate of officers and tw Colt | 
members of the council, the commute W "b 
being C. H. Cashin, Wisconsin; J. ¥ po a 
Lebrunn, Philadelphia, and J. S. Lews sociati 
. abe i. i 
Oklahoma. Two possibilities. for pre pre 
dent of the section were being prot under 
inently mentioned this week, Judge ". author 
L. Ransom of Whitman, Ransom, Cotl- states 
son & Goetz of New York City, atl admitt 
James M. Beck of Washington, forme Po 
solicitor general, Judge Ransom appear in the 
ing to have the better chance of St” HBP deny ¢ 
tion. and 
F. J. Hogan of Washington, D. G Bive i 
was replaced on the program at the a ure the 
nual dinner the first day by G. J. Pi of Ala’ 
terson, former president Florida BY TMP ig. j 
Association. . fl Mr, 
The federal interpleader bill prepa before 
by Prof. Chafee of the Harvard that tt 
school and revised by the senate ei Missiog 
mittee, is much broader in scope, Chat panies, 
man A. G. Powell of the special a) Pass g 
mittee on this subject reported. 5 ae LR 
bill passed the senate without ope 
tion and is expected to pass the os 
This measure relieves procedural, a Man 
stacles which hitherto prevented fe me an 
courts from giving relief in many a tion by 
in which their jurisdiction is the ty nd: Me ect. 
and only adequate one, owing to Ma of conside 
caps of inability to perfect service Ventior 
process and to make necessary mf im Claimec 
in the state courts in cases where “™ approai 
ants reside in different states. 1. What t 
Roderic Olzendam, research dire ( 





(CONTINUED ON PAGE 20) 
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Committee Action 
Is Decided Upon 


Unauthorized Insurance Issue Be- 


yers 
W eg 








on Sp 
Ts in fore National Convention of 
J 

Insurance Commissioners 
PORT OPPOSE THE HOBBS BILL 
ew Youn state Insurance Officials Fear That the 
reuidinn Movement Will Lead to Fedcral 
” Interference 
With The committee on unauthorized in- 
i : ty surance of the National Convention of 
oa Insurance Commissioners met Friday 
L td morning at Seattle with Gentry of Ar- 
H “BS kansas presiding. In his report to the 
A nga convention he said the committee rec- 
7 ae ommended that it give special study to 
~ by the unauthorized insurance subject and 
aa present at the December meeting some 
wee plan that might be followed without 
rtunity t 













petitioning Congress. 

The committee, he said, felt that 
Congressman Hobbs should be com- 
mended for his interest in the subject 


criticize 
nd meth 
seem ti 


tion atl but the committee is certain his bill 
rd result will not hit the mark. The committee, 
) the leg he stated, is vitally interested in the 
» he sul BS subject, appreciating the evil of unau- 
chairmat thorized insurance and its magritude. 
mbership, He said there are meritorious objections 
), stating to the Hobbs bill. Mr. Gentry declared 
TS in the he felt like telling Congress to let in- 


me mel surance alone. Any action of Cungress, 


he contended, might be an _ entering 
port wedge and finally the federal govern- 
‘ ment might supplant the state authori- 
nittee . ties. The states, he declared, can cope 
W, SPORES successfully with the issue in some 
raudulet Hae anne 
commit i 
n picture Opposition to Commendations 
cutt, Mo Mortensen of Wisconsin and Palmer 
, Omabi of Illinois both objected to any sort of 
rescissi HS commendation of Hobbs stating such 
stressitt RES action might be misunderstood. O’Mal- 
sideration ley of Missouri was emphatic in oppos- 
of equulty ig any form of federal interference. 
ment 0 The states, he held, can settle the ques- 


tion, At the executive session the ex- 
te Pression of appreciation to Hobbs was 
Stricken out. 


ay. 
eae! | At the hearing the resolution intro- 
and two on by Marshall of the District of 
ymmite ue was considered, it being: 
1 JM e believe it not to be the best inter- 
Lewis est of the insurance _business for as- 
or pres Sociations or corporations to make in- 
g prot: pr og or benefit contracts except 
udge W. = the supervision of departmental 
m, Cotl- prs veg To curb these actions ‘in 
ty, and pr where these concerns are not 
, former ine itted and not authorized under the 
Y appeat rege laws, we reiterate our belief 
of selec: dene nee sSity for a federal act to 
eny the use of the mails to all such, 
eG and recommend to Congress that it 
the at ce ererable consideration to a meas- 
"J, Pat of Al te pending, introduced by Hobbs 
ida Bo Oe abama known as H. R. 8296 and 
8e its passage.” 
prepared So Marshall said there are two bills 
ard law that th Congress, the other providing 
te cof Missi € Securities & Exchange Com- 
>, Chall wa Pass on unauthorized com- 
al com ME bans He claimed that Congress will 
d, The apna measure and he considered 
oppost * X. 8206 the most desirable. 
e ae Opposed by A. V. Gruhn 
ra 
1 federtl . Manager A. V. Gruhn of the Amer- 


ny casts tion Mutual Alliance opposed any ac- 
nati it by Congress dealing with the sub- 


> hand! cen he matter, he said, had been 
rvice vents cred by the commissioners’ con- 
- parties chai ion 25 times in 44 years. He 
e claitl med that there had been a wrong 


. : jas 
R yp to it. He is in sympathy with 
€ commissioners are trying to 
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Note Strong Optimism at 
Research Bureau Seminar 





Much greater optimism and_ better 
selling conditions in the field were re- 
ported to staff members of the Life 
Sales Research Bureau at the managers 
and general agents seminar which 
opened this week in Chicago under per- 
sonal direction of Manager J. M. Hol- 
combe, Jr. Morale of agents is better. 
They are able to earn a little more 
money than for some time. Agency 
heads are finding that they are able to 
secure better agents without financing 
them. 

A notable development reported by 
Manager Holcombe is the practice of 
companies in sending younger men to 
school who later will be advanced to 
managers or general agents; of inculcat- 
ing right selling methods at the top of 
the agency organization so that it will 
filter down through the ranks. This 
tendency is decided and growing con- 
stantly. 


Canadians More Interested 


Canadian companies increasingly are 
taking advantage of American life in- 
surance sales instruction. There are 15 
Canadians attending the seminar, of 
whom four are home office men. Amer- 
ican companies sent eight staff men to 
the seminar. Enrollment in the four 
seminars held this year has been far 
greater than the limit set. An abler 
class of men is attending, companies 
now recognizing the profit to be se- 
cured from investing in better field 
men. 

Mr. Holcombe made the point in the 
opening session that the agency head’s 
job includes sales as well as business 
administration, a point long overlooked 
by many managers and general agents 
who in the past had been good sales- 





men but thought they had grown out 
of that field since they could hire su- 
pervisors to instruct and help the 
agents. The agency head today must 
remain on the firing line, rather than 
far behind like a general in lonely 
grandeur, Mr. Holcombe said. Team 
work in the agency involves the man- 
ager personally, 


Objectives Are Outlined 


Among the objectives of agency 
management are the setting of a definite 
ultimate goal, of long and short term 
objectives suited to the abilities of the 
agency head and his staff. Agency 
building is a slow job, Mr. Holcombe 
said. Some younger general agents and 
managers today want to get into the 
big money too quickly. Mr. Holcombe 
said if one good agent a year, capable 
of $200,000 to $300,000 sustained an- 
nual production, can be permanently se- 
cured, the agency head can consider 
himself successful. The thing to do is 
to set the objectives and methods for 
reaching them, then to stick unrelent- 
ingly to the program. To do otherwise 
is to doom oneself to failure, he said. 

Persistency of business is increas- 
ingly one of the factors in compensa- 
tion for agents. The life insurance busi- 
ness is getting away from volume as a 
criterion. Instead, the tests for the 
agency head are volume, quality and ap- 
propriate cost of business, and whether 
or not he is making a good living. 
Good cost records come from good 
agents, Mr. Holcombe emphasized. 

One of the most important studies 
carried on by the Research Bureau is 
that of agency costs. Formulae have 
been developed so that an agency head 

(CONTINUED ON PAGE 21) 
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The Corn Is Shelled 


A man in a small community was so lazily shiftless that 
he never lifted a finger in work, but lived on the grudged 
givings of others. Their patience ultimately exhausted, his 
fellow-citizens decided to bury him alive. They put him in 
a box, and the box on a wagon, and the populational pro- 
cession started toward the cemetery. They were met by a 
stranger, who asked what it was all about. He pleaded that 
the good-for-nothing be given another chance, and he 
offered a bushel of corn a month toward his maintenance. 
The “corpse” raised up and asked, “Is it shelled?” 
said the stranger. Slumping into the box the incomparable 
one murmured, “You’d better drive on.” 


The live underwriter’s corn comes to him shelled and 
packaged, ready for displaying. If he nevertheless must be 
funeralized, he deservedly is his own mortician. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


“No; 


Philadelphia 

















Carl Heye Finds 
the Outlook Rich 


Need For Reinstatement of Lines 
and Prestige of Insur- 
ance Cited 


GUARDIAN RALLY IN N. Y. 


Leaders Hold Three Day Session and 
Members of Presidents Club Sail 
Saturday for Bermuda 


NEW YORK, July 18—The Guar- 
dian Life of New York is celebrating 
its 75th anniversary with a three-day 
convention of its Leaders’ Club here. 
The convention opened yesterday and 
will continue until tomorrow afternoon. 
The anniversary banquet will take 
place tonight with Vice-president James 
A McLain as toastmaster. 

An optimistic picture of the future 
for bnsiness in general and life insur- 
ance in particular was drawn by Presi- 
dent Carl Heye in his address yester- 
day. 

Outlook Somewhat Obscure 


“Tt is true that the outlook for busi- 
ness generally is still somewhat obscure, 
but, after ali, a remarkable improve- 
ment has taken place since 1932 when 
the lowest point in the depression was 
reached,” said Mr. Heye. “Again, the 
forces making for recovery continue 
strong and one seems to be justified in 
assuming an optimistic attitude for the 
future. In fact, some authorities claim 
that the country is facing a real busi- 
ness boom by reason of the availability 
of an ample supply of capital, taken to- 
gether with the fact that the backlog 
of potential business which has been 
postponed during the depression is es- 
timated to run as high as 50 Dillion 
dollars, applying especially to the so- 
called durable goods industries. : 

“In any event, the business in which 
we are privileged to serve continues to 
be in a most enviable position. Net 
only are we facing a tremendous need 
for the replacement of life insurance 
discontinued under the blighting effects 
of what I should like to call the late 
depression, but there has also been a 
rapid advancement of the prestige of 
the business during the last five years 
of trouble and stress when so many 
business idols were shattered. 


Serves Social Justice 


“More and more it is being recog- 
nized that mutual life insurance con- 
forms probably as closely to the modern 
tenets of social justice as any humar 
endeavor. In fact, it far outranks what- 
ever benefits are generally conferred 
by national programs of social justice 
in two important respects: (1) Its time- 
proven benefits in safeguarding the 
needs of the American family and of 
the American business and in accom- 
plishing individual economic security 
are based on the Biblical injunction, 
‘Bear ye one another’s burdens.’ It 
calls for the cultivation of what in 
American ideals and principles have al- 
ways been considered the finest traits 
of human character—self-reliance, inde- 
pendence, courage, thrift, self-sacrifice 
and love of home and family. (2) Its 
transcending contribution to economic 
and social welfare is made without the 
slightest doubt as to the safety and 
soundness of the basic principles, and 
without involving political expediency 
and class strife which only too often 
have proved to be the incentive for ill- 
advised social measures and have finally 
led to their abandonment. 





(CONTINUED ON PAGE 11) 
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Commissioners’ Convention 
Condemns Company Ratings 
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of the companies only, and cannot ob- 
tain the complete details of the com- 
panies’ affairs that insurance commis- 
sioners obtain by regular, thorough and 








More or Less Weighty 
Observations at Seattle 














a 
ment. His father was for many yea, 
commissioner. H. O. Fishback, Sr., may 
his last convention trip when the cop, 
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Commissioners Shy From 


FAVOR UNIFORM STATE LAWS 





Convention Voices Disapproval of Plan 
to Use Federal Bankruptcy Pro- 
cedure or Federal Courts 





The special committee on interstate 
liquidation and reorganization of insur- 
ance companies was instructed by the 
National Convention of Insurance Com- 
missioners at the annual meeting, to 
arrange for the drafting of a uniform 
state law on liquidation, rehabilitation 
and conservation and to make a report 
at the December meeting of the com- 
missioners’ convention in New York, 

A special committee of which Louis 
H. Pink, New York superintendent, is 
chairman, voiced opposition to the idea 
of having recourse to national bank- 
ruptcy legislation or to federal court 
procedure, so as to avoid conflict and 
confusion among the states. However, 
the committee stated it was impressed 
with the inadequacy of present meth- 
ods and made the statement that the 
attempt to wind up an insurance com- 
pany under many different laws subject 
to many different independent courts 
resembles dismemberment more than it 
does orderly liquidation. 


Challenge Is Seen 


The situation, according to the com- 
mittee, challenges the friends of state 
supervision and this should be accepted 
and met by an aggressive and definite 
program for the strengthening of state 
supervision in the handling of delin- 
guent companies. , 

For many years, the committee re- 
ported, it has been customary to liqui- 
date delinquent companies in the state 
courts. Occasionally there have been 
conflicts of jurisdiction between state 
and federal courts. The frequency of 
such conflicts has increased recently. 
Creditors are always losers because Ot 
the delay and legal expense. Under 
present methods, the winding up pro- 
ceedings are conducted by as many in- 
dependent agencies as there are inter- 
ested states which choose to take part. 

The committee referred to the de- 
cision of the United States Supreme 
Court in Clark vs. Williard, 55, Sup. Ct. 
336 (1935), to the effect that assets of 
delinquent companies found within 
jurisdiction of a certain state may be 
disposed of in accordance with the laws 
of that particular state. It is obvious, 
the committee points out, if a dozen 
different theories are invoked in the 
case of a single company, the result will 
be chaos. 


Two Remedies Possible 


There are two possible remedies, the 

committee stated, either uniform legis- 
lation in the various states or amend- 
ment of the federal bankruptcy law to 
include insurance companies. 
_One proposal is to make sections 
‘7A and 77B of the bankruptcy act ap- 
plicable to insurers. There is a bill now 
before the senate to extend the scope 
ot 77B to title insurance companies. In- 
asmuch as that bill has no provision for 
the peculiar nature of insurance com- 
panies nor does it take account of exist- 
ing state supervision, the committee ex- 
Pressed strong disapproval. 

The committee referred to the bill 
Prepared by former Superintendent Van 
Schaick of New York, which would 
amend the bankruptcy act to include a 
few chapter relating to insurers. It is 
designed to continue the jurisdiction of 
the state officials and to provide that 
pee msurance superintendent be the 
Statutory receiver in the federal court. 
There was a joint meeting of the com- 
mittee and a special committee of the 
"surance section of the American Bar 
‘ssociation, July 10, on the proposed 


U. S. Hand in Liquidations 





Sales Show Slight Gain 
For First Half, June Off 








New life insurance production for the 
first half of 1935 showed .6 percent in- 
crease while June sales declined 8.5 per- 
cent, according to the Life Presidents 
Association. For the first six months, 
the total new business of the 42 Life 
Presidents companies was $4,476,521,000 
in 1935 and $4,449,687,000 in 1934, an 
increase. New ordinary was $2,980,916,- 
000, an increase of 2.2 percent; indus- 
trial, $1,289,995,000, an increase of .§ 
percent; group, $205,610,000, a decrease 
of 19 percent. 

In June, the total new business of 
all classes written was $697,471,000. 
New ordinary was $451,983,000, a de- 
crease of 8.4 percent; industrial, $205,- 
951,000, a decrease of 2.6 percent; group, 
$39,537,000, a decrease of 31.6 percent. 

The new paid business figures for the 
a six months of 1934 and 1935 fol- 
ow: 


























70 
1935 
ver 
1934 1935 1934 
Ordinary 
Jan. ...$ 435,676,000 $ 601,300,000 38.0 
Feb. ... 424,395,000 490,193,000 15.5 
March 526,280,000 502,619,000 —4.5 
April 511,915,000 468,187,000 —8.5 
May 524,542,000 466,634,000 —11.0 
June .. 493,205,000 451,983,000 —8.4 
$2,916,013,000 $2,980,916,000 2.2 
Industrial 
Jan. ...$ 197,108,000 $ 196,255,000 —.t 
Feb. 196,816,000 209,017,000 6.2 
March 228,107,000 235,261,000 3.1 
April 220,366,000 228,188,000 3.5 
May 226,013,000 215,323,000 —4.7 
June 211,473,000 205,951,000 —2.6 
$1,279,883,000 $1,289,995,000 8 
Group 
Jan. ...$ 32,673,000 $ 27,348,000 —16.3 
i) Se 26,862,000 20,388,000 —24.1 
March 33.241,000 30,611,000 —7.9 
April 62,214,000 37,495,000 —39.7 
May . 40,989,000 50,231,000 22.5 
June .. 57,812,0 39,537,000 —31.6 
$ 253,791,000 $ 205,610,000 —19.0 
Total 
Jan. ...$ 665,457,000 $ 824,903,000 24.0 
en «3 648,073,000 719,598,000 11.0 
March 787,628,000 768,491,000 —2.4 
April 794.495,000 733,870,000 —7.6 
May 791,544,000 732,188,000 —7.5 
June 762,490,000 697,471,000 —8.5 
$4,449,687,000 $4,476,521,000 6 





No Libel Action Against Dunne 


SAN FRANCISCO, July 18—James 
E. Dunne, publisher of the “Insurance 
Index” of Chicago, issued a statement 
here today denying the report that the 
A. M. Best Co. had sued his publication 
for libel. The only suit that has been 
brought, he asserted, is one charging 
him with infringement of copyright in 
getting out his new life insurance report. 
Publisher Dunne made bold to say that 
he had challenged Mr. Best to bring a 
libel suit in the April issue of the 
“Index” but Mr. Dunne claims that he 
has no fear of such a suit being brought. 


James Roosevelt Makes Change 


Insurance people were interested in 
the news that James Roosevelt, eldest 
son of the President, has left the in- 
surance business to become president 
of the National Grain Yeast Corpora- 
tion at Belleville, N. J. He stated that 
his name will remain in the insurance 
brokerage firm in Boston with which 
he has been connected, but that the 
work will be done by his partner. 


Bankers Life Joins A. B. C. 


The Bankers Life Company of Iowa 
has become a member of the Audit Bu- 
reau of Circulation, an organization made 
up of business firms, advertising agen- 
cies, newspapers, business papers and 
magazines. 














tee stated its sole concern is to 
strengthen existing state supervision by 
eliminating conditions which constitute 
a serious reflection upon the ability of 





omen. Sentiment was in favor of 
uniform state legislation. The commit- 








state supervision to serve the needs of 
the public. 


FORGING AHEAD 


ON MAN Y''F PO N78 


bia following facts, attesting to NWNL’s steady upward 
- march and continued high standing, are based on the 
official reports made public each year by the Insurance 
Departments of the various states. Of necessity, therefore, 
this record embraces only those states which have so far 
(July 1, 1935) made public statistical abstracts covering 1934 business. 
In many other states records of equal or greater merit than those 
below will be disclosed upon publication of their official figures. Ordi- 
nary business only (i. e., excluding industrial insurance) has been 
considered in determining the rankings given, unless otherwise stated. 


In Minnesota—nwNL ranked fourth among 
the 92 companies operating in the state in produc- 
tion of new ordinary business in 1934, and con- 
tinued to stand well up among the leaders in total 
insurance in force. During the past five years NwNL 
has moved up two places in the ranking of all com- 
panies operating in Minnesota, ranked according 
to production of new business. If companies writing 
industrial business are excluded, NwNL ranked 
second in production of new business in 1934. 


In North Dakota— NwNL continued to rank 


first out of 56 companies in production of new busi- 
ness (including industrial business), a position it 
has held for many years. In premium income and 
insurance in force NwNL ranked second. 


In Michigan—NwNL ranked 11th (exclud- 

ing industrial companies) out of 62 companies in 
production of new business in 1934. During the 

past five years NWNL’s new business in Michi- 

gan has increased 42% as compared with a de- 
crease of 17% for all companies operating there- 

in, and its insurance in force has increased 33% 

as compared with a decrease of 20% for all com- 
panies. During the five-year period NWNL has 
moved up 16 places in the ranking of all com- 
panies operating in Michigan ranked by volume of new business, and 
has moved up 12 places ranked by insurance in force. 


In Nebraska—nwNL ranked ninth (exclud- 
ing industrial companies) out of more than 100 
companies in production of new business in 
1934. NwNL'’s new production increased 16% 
over 1933 as compared with practically no gain 
in the total new business of all companies. 


In Wyoming—NwNL ranked fourth out of 46 
companies in production of new business, and 
eighth in insurance in force. NWwNL’s 1934 new 
business was more than two and one-half times its 
1933 total as compared with a gain of 24% for all 
companies in the state. 


In Illinois—newnL increased its insurance in force by 
18% during 1934 as compared with a gain of approxi- 
mately 1% by all companies in that state. During the past 
five years NWNL has shown an increase of 71% in insur- 
ance in force as compared with a decrease of approxi- 
mately 7% in the state’s total, and has moved up 12 
places in ranking in this respect; NwNL has shown an in- 
crease of 44% in new business over this five-year period 
as compared with a decrease of approximately 10% in 
the state's total, and has moved up 14 places in ranking in this respect. 


In South Dakota—NwNL ranked eighth out 
of 62 companies in production of new business in 
1934, and seventh in insurance in force. With re- 
spect to new business, NwNL has, during the last 
five years, moved up four places in the ranking of 
all companies operating in the state. 


In Montana— NWNL ranked sixth out 
of 35 companies in production of new 
business. During the past five years NwNL 
has moved up four places in the ranking 
of all companies operating in Montana, 
ranked according to production of new 
business. 


In Missouri, Ohio, Oregon, and Washington— 


NwNL showed substantial improvement in ranking during the past 
five years, either with respect to production of new business or insur- 
ance in force, or both. 
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Increase in Applications 
Among Farmers Is Found 


FIRST AMONG BUYERS TODAY 








American Service Bureau Survey Indi- 
cates Many Healthy Signs in the 
New Business Field 





An increase in the number of appli- 
cations for insurance from farmers and 
ranchers is ‘noted in the semi-annual 
buyers’ survey of the American Service 
Bureau of Chicago. Applicants of that 
class went to first place with an in- 
crease of 17 percent numerically over 
June a year ago and 40 percent com- 
pared with last December. The study 
embraced 10,164 applicants. 

There has been an increase in the 
number of country housewives apply- 
ing for insurance, another indication of 
the upturn in the agricultural commu- 
nity. 

The average amount applied for was 
$1,919 as compared with $1,858 in June 
a year ago. There were 68 percent new 
buyers in June while in December and 
June, 1934, the ratio was 66 percent. 
The amount of insurance carried by 
June applicants was $5,386, as compared 
to $4,066 in June a year ago. 

High Average Policies 


Bank and loan company officials ap- 
plied for the largest; average-sized pol- 
icy. Their average was $10,450, attor- 
neys were second with $7,844, jewelers 
$7,444. The average policy applied for 
by insurance agents was $4,202 against 
$3,369 six months ago. 

The average insurance holdings of at- 
torneys were $68,342, which with the 
$7,844 average applied for, gives them 
an average total of $76,185. Manufac- 
turing executives and owners had a to- 
tal of $28,538, taking into account the 
amount applied for. Physicians had 
$22,099; investment brokers $22,437. 

In fourth place, following farmers 
and ranchers, students and housewives 
came manufacturing, then children un- 
der seven, then government employes, 
then teachers, automobile filling and 
service stations, oil producers and refin- 
ers, building trades, garages, drivers, 
restaurants, grocery owners and em- 
ployes, quarry) and mine employes, au- 
tomobile sales agencies. 





Insurance Committee of 


U. S. Chamber Is Named 








WASHINGTON, July 18—Harper 
Sibley, president of the U. S. Chamber 
of Commerce, announces the appoint- 
ment of the following as members of 
the insurance department committee: 
Justin Peters, chairman, president, Penn- 
sylvania Lumbermen’s Mutual Fire; 
John C. Harding, vice-chairman, man- 
ager, Springfield Fire & Marine, Chi- 
cago; O. R. Beckwith, counsel, Aetna 
Life, Hartford; S. Bruce Black, presi- 
dent, Liberty Mutual, Boston; H. T. 
Freeman, president, Manufacturers Mu- 
tual Fire Insurance, Providence, R. I.; 
L. A. Lincoln, Metropolitan Life; F. W. 
McAllister, general counsel, Kansas City 
Life, Kansas City, Mo.; J. S. Myrick, 
Ives & Myrick, general agents Mutual 
Life, New York City; C. R. Page, vice- 
president, Fireman’s Fund, San Fran- 
cisco, Cal.; Harry Scherr, Huntington, 

. Va.; George S. Van Schaick, Ro- 
chester, N. Y. 


Members of Board 


Justin Peters, chairman of the com- 
mittee, and John C. Harding, vice-chair- 
man, are serving as members of the 
board of directors of the chamber, rep- 
resenting insurance. Mr. Scherr is also 
a member of the board, having been 
elected to represent his geographical dis- 
trict. The committee serves in an ad- 


visory capacity to the insurance depart- 
ment and to the chamber on insurance 








SALES RECORDS SET 





Northwestern Mutual Life.—June 
paid-for business, including annuities, 
was $20,381,737, an increase of $779,- 
268, or 4 percent, over the same month 
a year ago. For the first six months, 
paid-for business totaled $134,895,590, 
an increase of $11,346,852, or 9.2 per- 
cent. 

Pacific Mutual Life—For the first 
six months new applied-for life insur- 
ance totaled $41,183,180, against $33,- 
943,274 in 1934. Premiums received on 
retirement annuities were $686,056 
against $600,172. The company re- 
ceived $2,930,374 in single premiums as 
against $1,746,095 in 1934. This in- 
crease in new business does not include 
the more than $6,000,000 in new life 
insurance and business written in other 
departments June 29 in honor of 
George I. Cochran’s 29th anniversary 
as president, credit for which appears 
in the company’s Juiy statement. 

Lincoln National—A 23 percent in- 
crease in paid-for business for June 
over last year is reported. June busi- 
ness exceeded May by more than $100,- 
000 and May was the best month since 
there is an increased tendency toward 
investment forms. There is an increase 
of $6,949,000 in marketable securities 
early in 1932. First year lapse rates 
are the lowest in history, more agents 
are producing than ever before, and 
held since Jan. 1 bringing the total to 
$23,533,000. 

Occidental Life, Cal—New paid busi 
ness for first six months $23,615,063, an 
increase of 3.3 percent. Insurance in 
force as of June 30, aggregated $190,- 
223,165, a gain of 3.5 percent. 

Security Mutual, Binghamton, N. Y.— 
In June, “Mable Month,” honoring Sup- 
erintendent of Agencies F. L. Mable, 
agents broke records of four years’ 
standing, producing the largest volume 
for any month since June, 1931. Busi- 
ness paid for also broke records of the 
past four years for the same month. 
Security Mutual agents are in the last 
ten months of qualifying for the golden 
anniversary convention to be held at 
the home office next summer. 

Columbian National Life—Celebrating 
its 35th anniversary in June with a very 
successful business campaign, the com- 
pany reached its high point of several 
years in new applied-for life insurance. 
Volume increase over every month of 
1934 and more than 40 ercent over 
June, 1934. 

Indianapolis Life—New paid business 
for first six months 19 percent ahead. 
Insurance in force increased $2,300,000, 
bringing total to more than $96,900,000. 
Mortality rate showed favorable ratio. 
Total assets and surplus are the largest 
in the company’s history. 

Bankers Life, Neb.—Six-month new 
business total $6,964,762, a gain of $1,- 
227,054. 

Cornbelt Life—New business written 
to July 1 totaled $480,000, a gain of 
$86,000. 

Midwest Life—New business written 
in first half of 1935 totals $2,090,000, a 
gain of $418,000. 

Union National Life, Neb.—New busi- 
ness for first six months totaled $900,000, 
a gain of $200,000. 

Guarantee Mutual Life—Issued busi- 
ness for July is showing a 10 percent 
increase. 

United Mutual, Indiana—More new 
business was written in May and June 
than in any other months of the com- 
pany’s 58 years. In May more busi- 
ness was written than in any other pre- 
vious month. June followed with a 
volume practically equal and surpassing 
every other previous month except 
May. 

A. M. Embry, Kansas City, Mo., Equi- 
table Life, N. Y.—The annual “Show-Me- 
Sunflower” campaign resulted in 1,165 





matters. 


cases and a written volume of $3,966,- 


689. The campaign, lasting five weeks, 
was not quite so successful in volume 
as a year ago, but showed an increase 
in applications of approximately 60. 

W. D. Erwin, Los Angeles, General 
American Life—Volume of paid new bus- 
iness for June increased 300 percent. 

Wilmer M. Hammond, Los Angeles, 
Aetna Life—Six month gain of 17 per- 
cent in paid new business. June increase 
of 21 percent. 








Leon A. Soper, Los Angeles, Phoenix 
Mutual Life—Six month gain of 34 per- 
cent in paid premiums on new business. 
This agency was victorious in a _ six 
weeks production drive in competition 
with Chicago, St. Louis, San Francisco 
and Seattle, exceeding its quota by 32 
percent. Its nearest competitor, San 
Francisco, gave it a close fight for su- 
premacy and was first announced the 
winner. Final totals, however, gave Los 
Angeles the lead. 

A. G. Shoptaugh, Indianapolis, Provi- 
dent Mutual Life—Won president’s cup 
in the national contest by obtaining 280 
percent of quota. 

Earl T. Bonham, Indianapolis, Pacific 


Mutual—Increase of 123.6 percent for 
first six months. 
Texas, Lincoln National Life—Dallas 


agency gains 71.5 percent paid business 
in first six months; Fort Worth agency 
increases 91 percent. 

J. E. Garland, Virginia, Pacific Mutual 
Life—$1,640,500 sold in “Garlands for 
Garland” drive in honor of Mr. Gar- 
land’s 60th birthday, surpassing the mil- 
lion dollar goal. On the last day of the 
drive $553,500 was written, an all-time 
record. 

Robert W. Jones, Spokane, Wash., 
Northern Life—1935 increase of 100 per- 
cent. 

A. R. Mead, Cincinnati, Acacia Mutual 
—June best month since office was 
opened in 1920. The agency is 50 per- 
cent ahead in paid business for the first 
six months, 

Alfred 'T. Lynner, Des Moines, General 
American Life-—In four and a half 
months three times as much business 
was produced as for the entire year of 
1934, a splendid record. 

Bert Hedges, Kansas, Business Men’s 
Assurance—Edgar L. Sisk of the agency 
insured 55 individuals in June. The 
state agency gained 40 percent in June 
and 12 percent for the first six months. 

W. G. Gastil, Los Angeles, Connec- 
ticut General Life—June written busi- 
ness of $665,000, largest in history. Paid 
volume for six months ahead 388 per- 
cent. 

Arthur J. Hill, California, State Life 
of Indiana—50 percent gain for six 
months; 40 percent gain in June. 

P. 0. Works, St. Louis, Penn Mutual 
Life—18 percent gain in paid volume 
for first six months. June 20th consecu- 
tive month to show gain. Harry Wuer- 
tenbaecher of the agency has passed the 
$500,000 mark in new business. 

Herbert A. Hedges, Kansas City, Mo., 
Equitable Life, Iowa—30 percent ahead 
in paid production for six months, 

Hillis Rhyan, Milwaukee agency, Guar- 
dian Life of America—June paid busi- 
ness gains 33 percent over June, 1934, 
three aimes more business was written 
than in May. The first six months shows 
a 17 percent increase. 


Pittsburgh, Ohio State Life—Successful 





‘campaign waged as a tribute to Secre- 


tary-Treasurer Joseph K. Bye, the 
agency leading the company. The win- 
ner was F. R. Maffei, who was followed 
by Charles Spatafore. Joseph L. Fried- 
man and Benjamin Maryland. 

Harry) Newman, Philadelphia, Union 
Central Life—June paid business $547,000 
more than for entire three summer 
months of 1934. In Mr. Newman’s first 
month as manager in February the 
agency reached the $100,000 mark in 
paid business. March found it doubling 
February’s record with over $200,000 on 
the settled side of the ledger. It re- 
doubled in April when $457,000 was 
turned in and the half million mark was 
passed in May. 

H. A. Austin, Kansas City, ordinary 
agency Prudential—Is conducting a con- 
test a month. June was “Make the Man- 
ager Pay” month, each man being given 
a quota of appiications and volume with 
the objcci cf making Manager Austin 
buy their lunches. Only two agents 
failed to do so, production increasing 
steadily, and that of the last week be- 





Seek to Coordinate Plans 
for Managers Association, 





COMMITTEE TO MEET JULY » 





Will Work Out Standard Form of 0). 
ganization, Arrange for National 
Association Representation 





BOSTON, July 18—Life agency 
managers and general agents from ya. 
rious parts of the United. States yilj 
gather at Bald Peak Colony Club a 
Melvin Village, N. H., July 27, to dis. 
cuss plans and methods of harmonizing 
the various local organizations of gen- 
eral agents and managers and creation 
of a plan by which such organizations 
may have definite representation in the 
National Association of Life Under. 
writers. 

The idea started at the last national 
convention in Milwaukee when a com. 
mittee was appointed to investigate city 
and state organizations of general 
agents and managers, with Paul Ff, 
Clark of the John Hancock, Boston, as 
chairman. The committee was made w 
of the following: Julian S. Myrick, Mu- 


tual. Life, New York; O. Sam Cum. 
mings, Kansas City Life, Dallas; 
H. K. Schoch, Aetna Life, Detroit; 
H. J. Johnson, Penn Mutual, Pitts. 


burgh; John A. Stevenson, Penn Mu- 
tual, Philadelphia; John Marshall Hol- 
combe, Jr., Sales Research Bureau, and 
President T. M. Riehle, Equitable Life, 
New York. 

General agents and managers have 
formed associations in many cities. Dif- 
ferent names have been used and men- 
bership qualifications vary greatly, some 
taking in managers and not general 
agents, others vice versa and some ad- 
mitting supervisors. It is hoped at the 
meeting next week to formulate a stand- 
ard form of organization to which the 
various organizations will in time con- 
form as to name, constitution and by 
laws, and to make provision for repre- 
sentation in the National Association 
of Life Underwriters. ; 

Simultaneously with the meeting of 
the general agents and managers, 2 
meeting of the executive committee of 
the American College of Life Under- 
writers will be held at the Bald Peak 
Colony Club. 





Send Out 7,000 Invitations 


A series of letters inviting more than 
7,000 life insurance men all over the 
country to the annual convention of the 
National Association of Life Underwrtt- 
ers in Des Moines the week of Sept. 16 
is being mailed out by Des Moines men. 





No Successor to Spencer 


Governor Brann of Maine submitted 
a long list of appointments to stat¢ 
offices this week, but made no mention 
of the insurance commissioner. The 
term of offica of Commissioner W. D 
Spencer has expired. 








ing the best for the year in cases sub- 
mitted and volume. July is “Make 4 
Real Record” month, based on a direct 
mail campaign revolving around endow- 
ment at 65. The agency will hold its 
first annual office ricnic Aug. 3, followed 
by a week’s campaign, and another drive 
will be held two weeks in September. 
The agency is well ahead in agency 
quotas, new production, production of 
old and new man power, group and 
wholesale cases, decrease in lapse, etc. 
Leon A. Triggs, C. L. U., former genera 
agent Berkshire Life at Chicago and 
Minneapolis and assistant manager ° 
the Prudential’s Kansas City office, has 
been concentrating on brokerage bus! 
ness and has shown sustained volume 
increase. 

T. H. Wall, Louisville, Pacific Mutual 
Life—$925,765 written in the Cochran 
day drive, believed to be the largest 
one day’s business done in Kentucky bY 
an insurance agency. M. R. Babcock 
led the 22 men on the agency staff with 
a total of $166,000 on 23 applications 
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| Appearance of Fry 
Dramatic Episode 
At Old Line Meet 


By LEVERING CARTWRIGHT 


A dramatic episode that gripped and 
stirred those on hand for the banquet 
in Milwaukee during the silver jubilee 
convention of the Old Line Life of that 
city occurred when Rupert Fry, chair- 
man of the board, not only appeared at 
the banquet, but late in the evening took 
the floor and in a strong voice made a 

Ik. 

a Mr. Fry was the founder of the Old 
Line Life 25 years ago and was its presi- 
dent until early last year, when he was 
forced to relinquish his work because of 
poor health and J. E. Reilly was selected 
as head of the company. Mr. Fry’s 
condition has been critical and until the 
night of the banquet he had not been 
downtown for five months. He has lost 
about 40 pounds in weight and he is 
being constantly attended. 


Officers Were Surprised 


Even the high officers: of the com- 
pany were greatly surprised when Mr. 
Fry appeared at the banquet. The 
morning before, at a business meeting, 
the agents had adopted a resolution of 
appreciation and had sent this together 
with flowers to Mr. Fry’s home. It 
never occurred to anyone that he would 
make an effort to participate in the pro- 
ceedings. 

When Mr. Fry entered the banquet 
hall, everyone rose spontaneously and 
cheered and applauded for minutes. The 
officials feared that Mr. Fry would un- 
dertake to make a talk and they passed 
the word along among themselves that he 
was not to be permitted to take the floor 
because they felt that the strain would 
be too great. However, Mr. Fry in- 
sisted. When he arose, there was a 
hush. His brother from Seattle, who 
was sitting at his side, undertook to sup- 
port Mr. Fry, but he insisted on stand- 
ing alone without anyone holding him. 

While all eyes were anxiously glued 
upon him and those at the head table 
were ready to spring to his assistance 
if it should be needed, Mr. Fry spoke 
out in clear and ringing tones. He in- 
dulged in no heroics, there was no indi- 
cation of emotion on his part, nor even 
of suppressed emotion, and yet it must 
have been there, because the very fact 
that he went to the banquet indicated 
that he was driven by a deep emotional 
impulse. His remarks were entirely 
matter of fact. He asked those at the 
head table, most of whom were officers 
and directors of the company, to rise. 
He named them and then he went on 
to express confidence in Mr. Reilly, say- 
ing that the election of Mr. Reilly as 
President was gratifying to him. He ex- 
pressed gratitude for the resolution that 
was adopted and thanked John Marshall 
Holcombe, Jr., manager Life Insurance 
Sales Research Bureau, the speaker ot 
the evening, for having consented to be 
on the program. 








Presented with Service Pins 


Mr. Fry and Mr. Reilly were then 
Presented with 25-year service pins by 
\ce-president Kieckhefer. Thereupon 
Mr. Fry asked to be pardoned, saying 
that he had not been downtown for five 
months and had not been out that late 
at night for more than a year and a 
half. He left the banquet hall amid 
cheers, 
H. A. Woodward, manager of the 
accident and health department, acted as 
toastmaster. The first speaker was Mr. 
eilly, who recalled the origin and 
o of the Old Line Life. He said 
at 27 years ago he was an accountant 
and shared office space with Mr. Fry, 
_ Was in the life insurance business. 
told Fry sold him a policy and later 
old him that he was dreaming of or- 
Weens. a life insurance company in 
oo He asked Mr. Reilly whether 
1S company should have capital of 


$1,000,000 or $500,000. Thinking that it 
was only a dream, Mr. Reilly said that 
it better be a million dollars. Mr. Fry 
agreed that that was the proper figure 
and he proceeded to get the company 
organized. He called together 15 friends 
and relatives to be the organizers and 
in the course of a little more than a 
year sold stock to 1,800 persons. The 
charter was obtained when the company 
had $550,000 paid in capital with surplus 
of $183,000. 


Tells of the Growth 


As an indication of the growth of the 
company, Mr. Reilly said that recently 
life insurance policy No. 114,500 left the 
office and 71,000 accident and health 
policies have been issued. Assets today 
amount to $18,500,000, insurance in 
force $73,000,000, premium income in the 
accident department $200,000, capital 
$1,000,000 and surplus $1,300,000 includ- 
ing the contingency reserve. The com- 
pany has gone through two depressions 
and has never borrowed to meet its pol- 
icyholders’ demands. During the depres- 
sion period, the company paid to policy- 
holders and beneficiaries $8,200,000. 

Then there was a talk by Mayor Hoan 
of Milwaukee and he was followed by 
Mr. Holcombe, who complimented the 
agents of the Old Line Life because the 
company’s production this year is 40 per- 
cent ahead of last year. He said the 





country is farther along on the road to 
recovery than many realize. As com- 
pared with the 1929-31 index of 55 per- 
cent, the income of urban workers during 
the first four months of this year has 
risen to 80 percent; farmers’ incomes 
from 45 percent up to 90 percent; de- 
partment store sales from 55 to 80 per- 
cent; automobile sales 30 to 90 percent; 
ordinary life sales 55 to 75 percent. 


One Percent for Insurance 


Mr. Holcombe said only about 1 per- 
cent of the national income is invested 
in life insurance when account is taken 
of the payments to policyholders and 
beneficiaries. That is, 1 percent is all 
that is paid in in excess of the amount 
that is paid out. 

Life insurance and the agents enjoy 
greater prestige than ever before but 
that makes it even harder to sell insur- 
ance, because the people know more 
about insurance and expect more of the 
agent, Mr. Holcombe said. He declared 
the casual life insurance agent is a near 
casualty. The public expects preparation. 
The agent must engage in what Mr. 
Holcombe terms deliberate selling, let- 
ting people know the agent, talking to 
a man about his business and his prob- 
lems. He said preparation is necessary, 
steadiness and orderly self-motivation. 
There must be an urge to go forth and 





do, a willingness to pay the price, he 
said. 

He suggested that the agents, upon 
returning to their homes, consider them- 
selves as new men on a new job and 
go out with a fresh spirit. . 


National Association Now 
Has Membership of 24,307 


NEW YORK, July 18——Membership 
of the National Association of Life Un- 
derwriters stood at 24,307 at the close 
of its fiscal year June 30, an increase of 
$3,462 or 16.6 percent over the same 
date last year. Increases over last year 
were shown by 155 local associations, 
by 13 districts, and 34 state associations 
including the District of Columbia and 
Hawaii. Thirty-five new associations 
were formed in the year. H. J. johnson 
of Pittsburgh, general agent Penn Mu- 
tual, was chairman of the membership 
committee. 





Denver Action Next Week 


DENVER, July 18—The federal dis- 
trict court next week will either turn 
the American Life of Denver back to 
the insurance commissioner, name a 
permanent receiver or dismiss the en- 
tire matter within the next week. 











GENERAL AGENCY 


























Why - oneral Agents pe 0, 





The mortality among men who become General Agents is entirely 


too high. 


We are all of us familiar with the cases of men who, without adequate 
preparation, undertook General Agency activity and just could not 
make it go. It is not merely the time and money that is wasted that 
makes such a procedure unprofitable. Too often the very fact of failure 
does something to a man that damages his whole future career. 


That is why this Company has evolved a definite and specific plan for 
the training of men for General Agency posts. 


Just what this plan involves, is set forth in a booklet entitled, “The 
Making of a General Agent”, prepared primarily for the information 
of those men in our own organization who are interested in future 


General Agency activity. 


If you would find it of interest, we should be delighted to send you 


a copy. 


ADDRESS C. C. FULTON, 


JR., 


AGENCY VICE PRESIDENT 


- HOME LIFE INSURANCE COMPANY + 256 BROADWAY - NEW YORK 
Ethelbert Ide Low, 
Chairman of the Board 


James A. Fulton 
President 
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RECORD OF DEPRESSION FAILURES 





The last available figures from the 
annual statements of life insurance com- 
panies that failed during the depression 
showed that such concerns had insur- 
ance in force of $2,475,136,972; assets 
of $432,595,356 and policy reserves of 
$352,388,618. 

However, those figures must be 
greatly debased. In most cases, the 
annual statement figures were those pub- 
lished about 15 months before failure. 
Receivership came for a good many oi 
the companies in the early spring, 
usually just after the time for filing an- 
nual statements had expired. Accord- 
ingly, they did not file annual statements 
for that year and the last available fig- 
ures were for the year previous. 


Dropped Off Rapidly 


Since these companies were all the 
subject of rumor some time before they 
collapsed, their insurance in force, assets 
and reserves undoubtedly fell away from 
the time the figures were available until 
failure, at a rate considerably greater 
than the normal depression decline of 
other companies. It is safe to say that 
at the time of failure, the insurance in 
force, assets and reserves of the com- 
panies were at least 25 percent less than 
the figures shown in the accompanying 
table. Probably the decrease was con- 
siderably more than that. 

However, taking 25 percent as the de- 





basement, that would mean that the 
failed companies at the time of their 
collapse had $1,856,000,000 insurance in 
force which compares with $114,596,- 
729,723 insurance in force of 313 legal 
reserve companies, as of Dec. 31, 1931. 
On that assumption, about 1.62 percent 
of the insurance in force of legal reserve 
companies was involved in failures. 


Assets Are Compared 


Debasing the assets 25 percent the 
total assets at the time of failure were 
somewhere in the neighborhood of 
$324,000,000, as compared with total 
assets of $21,370,800,087 of the 313 legal 
reserve companies as of Dec. 31, 1931. 
That means that about 1.5 percent of 
the total assets of the legal reserve life 
companies was involved in failures. 

Reducing the reserves by 25 percent 
there was somewhere in the neighbor- 
hood of $264,000,000 of reserves involved 
in failures. 

However, the loss to policyholders 
did not represent the full amount of the 
reserves. In many of the companies 
the lien was only 50 percent. That was 
true in the case of the Missouri State 
Life, which represented a large portion 
of the total insurance involved in fail- 
ures. 

Assuming that the average lien was 
initially 60 percent, that means that 








about $211,000,000 of policy reserves 


were blanked out by company failures. 

That is very obviously only an ap- 
proximation. It is not an underestimate 
and it is probably considerably an over 
estimate. But assuming that $211,000,- 
v00 is approximately the amount that 
was made unavailable to policyholders, 
initially, as the result of failure, the 
ratio of such losses to the total policy 
reserve of all legal reserve companies 
as of Dec. 31, 1931, was only 1.17 
cent. That ratio is arrived at by taking 
$18,000,000,000 as the net policy reserves 
of all companies as of Dec. 31, 1931. 

It is found that of the failed com- 
panies nine were from Illinois, three 
from Missouri, two each from Colorado, 
Kentucky, District of Columbia and 
Iowa, one each from Michigan, Ar- 
kansas, Tennessee, Alabama, Indiana, 
California, Ohio. One company, the Se- 
curity Life, was a Virginia corporation 
with head office in Illinois while the 
Union National Life was formerly the 
Gem City Life of Ohio but triea to be- 
come a West Virginia corporation be- 
fore it failed. 

In the accompanying table there is 
shown the name of the failed company, 
how it has been disposed of, its insur- 
ance in force, assets and policy reserves 
from the latest figures available before 
failure, the date of those figures, the per- 
centage lien imposed and the interest 





on the lien. 





Interest 
j Insurance Policy Asof _ Lien on Lien 
Company Disposition in Force Assets Reserve Dec. 31 Percent Percent 
American, Colo, .......++seeeeeeee Pending $ 14,496,986 $ 2,714,545 2,208.7 1934 os 
§Chicago National. ... --- Pacific States 30,144,948 2,048,175 1,467,134 1931 100 5 
Continental, Mo. .... ... Pending 101,853,442 17,410,262 14,480,778 1932 oe oon 
(oemopen EE Perry pelng liquidated aettp et 107,52 47,645 1932 ‘ ee 
etro SD cvrak > he's kiss 50a soo ending 47,038,929 9,367,24 7,615,89 1 Aer 
Equitable Life & Cas., Ky........ Federal Union te at Re ae Od ee “ ~ a . oa eee 
Peete TOM, Direc scccsccssocss Receivership pending 29,251,813 4,329,430 3,279,971 1933 aires we 
eee _— IS St en a + a sen aeeae 4,088,691 3,435,954 1929 50 6 
ne aN: 5 55/ss-0s 6 pws 644600 8S > entral, Ia. :061,047 41,948,764 29,796,1 1931 1 
Independent, TENN, ..06cccececccee rs ‘ee, ns: » sid ” has 
Mutua enefit H. & A. 19,677,531 1,872,934 1,416,902 1932 *** 
prema “ween eq" eC rT eee ay mye tet ets 22,201,913 18,043,231 1931 130 ba 
ncoln Reserve, ere rotective ife > 3 1,953,992 1,447,117 1 
Mississippi Valley, Ill............ Detroit Life, American Life & ve sii _ . 
Accident, Mo., Republic, Tex. 30,373,906 4,289,582 3,662,557 1931 an RET 
ee ae General American 981,201,802 155,248,182 125,618,024 1932 **50 5 
National Benefit, D. C........0..cccss Being liquidated 37,723,916 5,599,67 4,744,950 1930 ate avers 
yf eS Re ee Se RS | See Hercules ; 228,452,26 54,878,047 47,924,046 1932 50 4% 
ia Cake 5 1 Wa ee ee ee i — National 57,025,197 8,828,92 »791,182 1931 60 3% 
A Te 0455 Seren ance 27,156,930 5,923,859 4,577,340 1 1 
Old West Life & Annuity, Cal eee Mewtnel.., ‘. wie me “= 
Continenta as. 4,203,308 468,798 117,951 1930 100 
ee ee, BR Br a stig sh seen ese Illinois Bankers 12,386,279 1,308,444 951,654 1931 100 rtf 
PRCING Bites, Tol. sce oso0s 2555s *Occidental, Cal. 16,830,164 4,788,165 3,685,979 1933 100 4% 
RE SI i ie al So tee Alliance 190,320,995 23,902,581 19,529,071 1932 50 4% 
SEIN EI acm eininunetibue techn erent Guaranty, Ia. 26,972,233 6,270,270 ,189,9 1933 50 4 
rancho Rtgs 9 DE Sea as ee Rien eee bee ee nee antennt a ete ert 37,729,597 33,175,985 1932 $50 4% 
EE ee entra ife, ° ,270, 10,456,993 Rg i 
OS NG SS |) a rena er” sy xr an etenilsei _ aias , 
redit Life, ‘ 7,536,485 485,259 246,282 1932 8 
NE UN Rs 65 0:5:5:540 55003 3s ee Being liquidated 3,112,544 279,883 145,804 1931 a = 
Union Natl. W. Va. (formerly ¥ 
SE MEE, MOLD 5 60-0 so 0 6500p 'o 5 ey Lincoln National 23,641,629 2,876,880 1,997,084 1932 + wes 
WON Cs Nk 60:06:56 0.036450 G% eae Victory Mutual 16,350,663 1,216,730 811,788 1931 60 3% 
$2,475,136,972 $432,595,356 $352,388,618 
§Now an orphan. See note*. 


*Chicago National policies not taken 
**Lien reduced 12 percent as of Dec. 


over. 
31, 1934, on certain policies. 


tAs of Jan. 1, 1935, lien was reduced 12 percent. 


tNot reinsured on lien basis. 
form at expiration. 


***Lien reduced 12 percent in July, 1935. 
ttManagement advises interest is not being collected. 


Lien of 100 percent and interest of 


Detroit Life wrote new contracts at attained age, wi 


6 percent on 


when assets assigned to Detroit Life are worked out. 


Policyholders offered 5 year term contract, with privilege of converting to permanent 


policies taken over by Republic Life and American Life & Accident. 
th provision for distribution to continuing policyholders if, as and 








Claims Incurred in Canada 


Payable in Canadian Funds 


The Canadian supreme court at Ot- 
tawa in a suit against the State Life of 
Indiana held that companies with home 
offices in the United States may pay the 
face value of policies on residents of 
Canada in Canadian money. The suit 
was based on the rate of exchange be- 
tween the United States and Canada and 
involved a policy carried by a resident 
of Ontario. The Indianapolis company 
paid the beneficiary the face value of the 
policy, $17,400, in Canadian funds. Ex- 
ecutors of the estate contended the pol- 
icy should have been paid in Canadian 
funds of the value of American money. 
The rate of exchange at that time was 
20% percent in favor of Canada. 

Charles F. Coffin, general counsel of 
the State Life, insisted that payment in 
Canadian funds was payment in full of 








the obligation but suit was brought for 


the difference in the rate of exchange. 
The lower court ruled against the State 
Life but an appeal to the Ontario su- 
preme court reversed this decision. An- 
other appeal was taken to the Canadian 
supreme court at Ottawa which affirmed 
thé Ontario supreme court decision. All 
insurance companies in the United States 
doing business in Canada are interested 
in the decision. 


Confer on Des Moines Program 


A conference was held in Chicago 
last week of three leaders who are re- 
sponsible for framing the program for 
the general agents and managers’ ses- 
sions during the annual convention of 
the National Association of Life Un- 
derwriters in Des Moines. Those par- 
ticipating were A. E. Patterson, gen- 
eral agent Penn Mutual, Chicago; 
George E. Lackey, general agent Mass- 
achusetts Mutual Life, Detroit, and 
John Marshall Holcombe, Jr., manager 





Sales Research Bureau. 


B. J. Tharp Appeals to Court 


For a License in Michigan 





B. J. Tharp, “life insurance counsel- 
lor, auditor, analyst,” of Detroit, has 
filed an action in the Michigan supreme 
court to compel the insurance depart- 
ment to issue to him a life insurance 
counsellor’s license. After a series of 
three public hearings, the insurance com- 
missioner refused to grant such a license. 

The Tharp petition contends that the 
authorities have no power to revoke or 
refuse a license solely on the grounds of 
advising cancellation of high cash value 
policies and the taking out of lower pre- 
mium forms, and upon no other com- 
plaint than that of agents and managers, 
without any proof of misrepresentation, 
fraud or deceit. 

“Will you please get this matter 
straight in any further publicity you may 
give it,” Mr. Tharp writes THE NATIONAL 
UNpERWRITER, “and at the same time as- 


Boston Launches Drive 
to Land 1936 Convention 


PAUL CLARK CAMPAIGN HEAp 





Movement Revived at Meeting jp 
Boston with All New England 
Groups Represented 





BOSTON, July 18—A united Ney 
England drive to bring the 1936 con. 
vention of the National Association of 
Life Underwriters to Boston or some 
other New England city was launched 
at a luncheon here Tuesday. Repre. 
sentatives of all the local associations 
in the New England states were pres. 
ent, as well as general agents and com. 
pany representatives. Paul F. Clark, 
general agent, John MHancock and 
former National association president, 
acted as chairman and will head the 
Boston committee seeking to secure the 
1936 convention. 

Officers of every New England local 
association and all five officers of the 
Boston association will go to Des 
Moines in September to campaign for 
the convention. It was agreed that if 
any other city in New England other 
than Boston desires the convention, the 
Boston association will support that 
city. but it is not felt that there will be 
any opposition in this section to Boston 
for the 1936 convention. 


The decision of the Boston people to 
make a bid for the 1936 convention 
gives assurance that there will be a 
least one fight of interest at the Des 
Moines convention. It appeared for the 
time that not only would there not bea 
contest for official positions in the Na- 
tional association, but that neither 
would there be a contest for the place 
of the 1936 meeting. Houston is after 
the convention, because next year will 
be celebrated the centennial of Texas 
independence and the insurance people 
of that state are eager to have the con- 
vention there. Some time ago, the 
leaders in Boston canvassed the senti- 
ment in their city and concluded not 
to seek the 1936 convention. Now, 
however, the idea of getting the con- 
vention has been revived and it will be 
an interesting fight between Boston and 
Houston. 








certain the qualifications, honesty, integ- 
rity and sincerity of the writer, and then 
the story may take on a different hue 
and make more interesting reading for 
the wise and intelligent policyholders. 

Mr. Tharp was formerly in_ Ohio, 
where he represented the Pure Protec: 
tion Life of Cleveland and was denied 
an agent’s license in that state. 

A hearing in the Tharp case was of 
dered for July 23. 

Mr. Tharp maintains that the charges 
are based on prejudice generated by 
agents who believe their own interests 
are jeopardized by his activities. He ace 
cuses department officials, particularly 
Walter O’Connell, assistant actuary, 
unwarranted prejudice and of taking a¢ 
vantage of the lack of technical knowl- 
edge on the part of the commissionet 
to mislead him into the belief that his 
“counsel” is not in public interest. 


Plan Western Conference Meet 


SAN FRANCISCO, July 18,—The 
Western Conference of Insurance Com: 
missioners covering 11 western states, 
including the Pacific Coast and moun 
tain territory, is planning to hold 4 
meeting in Phoenix just prior to the 
mid-year meeting of the National Cot 
vention of Insurance Commissioners. J 
J. Holmes, Montana, is chairman; . 
Smith, Jr., Utah, secretary. 





Vice-president R. P. Cox of the Call 
fornia-Western States Life was, ente. 
tained at a luncheon at Dallas, Tex 
J. L. Collins, agency supervisor for Te 





and Oklahoma. 
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Hope Demand for Annuities 
May Be Less Before Long 





NOT ENTIRELY SATISFACTORY 





Troublesome Factors in Public Surge to 
Safe Harbor for Funds Cause 
Actuaries Concern 





NEW YORK, July 18.—While weary 
dollars are still seeking the annuity har- 
bor in considerable numbers, actuaries 
hope that increased business activity 
and consequent opening of other chan- 
nels of investment will soon cut the 
demand for this form of contract to the 
point where further rate increases will 
not be necessary. 

While the demand for annuities has 
slackened somewhat, it is still liveiy and 
a million-dollar case can still be placed, 
although it has to be spread around 
among quite a few companies. 


Interest Factor Vital 


If the present rate of demand for an- 
nuities were to continue, it would prob- 
ably be necessary for some companies 
to change their rates. The danger is not 
so much that adequate interest rates will 
not be available in the future, but that 
unusually large excess interest rates will 
have to be earned in order to offset the 
losses which must be taken on funds 
taken in on annuities and invested in 
today’s financial markets. 


ISSUE SHARPLY LIMITED 


Agents have encountered with increas- 
ing frequency this year the reluctance 
of companies to accept large sums in 
annuity considerations. Recently in 
Chicago an agent submitted a $200,000 
certified check to his agency to purchase 
an annuity for a client, only to have it 
declined. The applicant owned a $200,- 
000 annuity in the company, and that 
sum was its limit. 

Many companies now are refusing to 
accept single premium annuity applica- 
tions from brokers. This line now is 
considered an accommodation, and since 
acceptances are limited, the privilege is 
os reserved for agents under con- 
ract, 


Undue Emphasis on Annuities 


Life insurance managers as a rule 
have been dissatisfied with the undue 
emphasis placed on annuities by public 
demand and the agents’ awakening in- 
terest in these contracts. First, to sell 
an annuity and secure the cash requires 
time, many call-backs and conferences. 
Even after the prospect is sold months 
may elapse before he feels he can af- 
ford to liquidate holdings to get the 
annuity purchase price. The agent’s life 
production almost invariably suffers. All 
his eggs are in a few baskets, each one 
representing substantial commission if 
the deal is closed. He spends too much 
time on a case, because it means much 
to him. If he loses it he becomes unduly 
depressed. 


Other Unsatisfactory Elements 


Then, from the standpoint of the gen- 
tral agent the annuities are less profit- 
a €—commission-wise—than a similar 
amount of life insurance premiums. On 
single premium annuities there is no re- 
a commission to agents, and the 
eerunis are the hope of general agents 
a en a in gp the agents out 
Mehler and solving financing 
shatter factor against annuities is 
Polar many companies they are not 
se in club credits. An agent may 
Pe ) . few such cases whose com- 
field ne ue would qualify him for his 
ches club and company convention if 

it were only allowed. There is al- 


Ways a certaj i i 
i n amount of discontent in 
Such cases, , 


To Test Reece’s Sanity 


1 rests will be made of the sanity of 
. cece, former Tennessee insur- 


an . . 
c€ commissioner whose prison term 





of three to 10 years for theft of bonds 
held on deposit for insurance compa- 
nies was just affirmed and who was 
placed in prison July 6. Mrs. S. E. 
Reece, his mother, petitioned for the ex- 
amination, which was granted by Dr. 
E. W. Cooke, commissioner of insti- 
tutions. 


Round Table Subjects Given 


The committee in charge of the mil- 
lion dollar round table meeting in Des 
Moines, Sept. 17, has set up a definite 
program of subjects to be treated. They 
include life insurance for tax purposes, 
business insurance and annuities. After 
these subjects are covered there will be 
an open forum. Caleb R. Smith of Ann 
Arbor is chairman. 


Uses Two Policy Dates 


The Pacific Mutual, which July 1 got 
out change in rates and forms, is! now 
issuing its policy contracts containing 
two dates, one the date of issue, when 
the company goes on the risk and from 
which run the incontestable and suicide 
periods, and the other the policy’s value 
date, from which premiums fall due and 
dividends and other values are based. 








Cc. A. King, San Antonio manager Life 
of Virginia, has been confined to his 
home for several weeks due to a knee 
injured in an automobile accident. 








Walker Buckner Ends 50 
Years With N. Y. Life 








Walker Buckner, vice-president and 
chairman of the executive committee of 
the New York Life, completed 50 years 
of service with the company this week. 
He started as an office boy at the age 
of 14. The executive and junior off- 
cers presented Mr. Buckner with a sil- 
ver table service in commemoration of 
the anniversary. 

After serving an apprenticeship in 
the Milwaukee office until 1890, he was 
transferred to St. Paul as clerk and 
cashier. In 1892, at the age of 20, he 
was appointed agency director of the 
northwestern branch at St. Paul. In 
1894 he was transferred to St. Louis to 
be agency director in charge of the Mis- 
souri clearing-house. He was appointed 
supervisor over several middle western 
states, with St. Louis headquarters in 
1902; and was made inspector of agen- 
cies, at St. Louis, in 1903. 

In 1904, Mr. Buckner was promoted 
to superintendent of agencies in the 
European department, with headquar- 
ters in Paris. Later he was made ex- 
ecutive officer in charge of European 
business. 

In 1913 Mr. Buckner negotiated for 





the transfer of the company’s Italian 
business to the Italian Government In- 
surance Institute, following the enact- 
ment of a monopoly law in Italy. The 
king of Italy conferred upon Mr. Buck- 
ner the order of Commander of the 
Crown of Italy. 

For his able direction during the pe- 
riod when the company was winding 
up its foreign interests and retiring 
from the European field there was high 
praise from officers and_ directors 
of the New York Life and from Euro- 
pean business men and diplomats. 

In 1925, the board elected Mr. Buck- 
ner vice-president. He was elected 
chairman of the executive committee 
in 1933. As head of the agency depart- 
ment, Vice-president Buckner is re- 
sponsible for the direction of the branch 
offices with an organization of about 
250 agency men and 10,000 agents and 
is chairman of the Annual Convention 
of Agency Directors. 





Two Aged Insured Die 


In June, the Bankers Life of Des 
Moines paid death losses on two pol- 
icyholders who livd to be 94 years of 
age; on 19 who were more than 80 years 
old and on 32 who were more than 70 
years old. All of them had owned 
Bankers Life policies for more than 20 
years. 




















If it’s good you bought it. 
If not, you were sold. 





<ifo 


Continental Policies are bought. 
At least that’s what the policyholder thinks. 


He takes pride 


in his purchase. 





cif 


Continental Assurance Company 


Chicago, Illinois 
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Life Home Offices Are Now 
Being Bombarded by Raters 





MANY “EXPERTS” IN FIELD 





Various Demands Are Being Exacted 
of Companies for Information 
for Various Kinds 





Life companies are being bombarded 
by would-be raters or those that pre- 
tend to be giving information and serv- 
icing policyholders. Usually a question- 
naire is sent out where a multitude of 
questions are asked pertaining to various 
features of a company’s administration 
and its financial statement. In some 
cases company officials read between the 
lines and are dubious as to the purpose 
of those seeking information. The con- 
ditions of the times naturally breed these 
so-called information or rating offices. 
Companies would not object to giving 
information to honestly conducted offices 
but they are very doubtful about many 
of those that are entering the field. 
Where there is much apprehension, re- 
quests for information are _ ignored. 
Many officials feel that the wise policy 
is to pay no attention to requests for 
information because if this is done it 
will simply encourage others to enter 
the field. Already many companies have 
been embarrassed by half-baked reports 
that are sent out. Many of them are 
purely arbitrary and are in no way scien- 
tifically or logically constructed. 


Arnold’s Fishermen Return 


Nine leading general agents and man- 
agers of. Northwestern National Life 
have returned from Basswood Lake on 
the Canadian border where they were 
guests of President O. J. Arnold. The 
guests were G. R. Whitlock and S. E. 
Hauptman, Omaha; T. H. Cummings, 
Detroit; Phil Orchard and George 
Wright, Sioux City, Ia.; R. B. Daniel, 
Hutchinson, Kan.; L. A. Deininger, 
Dayton; W. H. Smith, Cleveland, and 
H. F. Coonrod, Springfield, Mo. 

Next month a party of ten agents will 
be entertained in the same fashion. 


Big Gain for Half Year 


_ Results of the Continental Assurance 
in the first six months were the most 
encouraging in five years. Paid for 
business advanced $1,500,000 and insur- 
ance in force is $184,635,213. Loans and 
surrenders were 20 per cent less than 
a year ago and cash repayments of loans 
were 30 per cent greater. Assets exceed 
$20,000,000, 


Mathus Names Committeemen 


K. H. Mathus, general program chair- 
man of the Life Advertisers’ national 
convention to be held at Swampscott, 
Mass., Sept. 30-October 1-2, announces 
completion of his committee, with the 
appointment of James M. Blake, Mas- 
sachusetts Mutual, and ‘C. T. Steven, 
Phoenix Mutual. 


T. H. Groves Honored 


Honoring T. Howard Groves’ fifth 
anniversary as Oregon agency manager 
of the Equitable Life of New York, a 
heavy volume of business was secured, 
exceeding all previous records for the 
past five years in number of lives in- 
sured. John Huston of Klamath Falls, 
winner of last year’s trophies awarded 
by the Life Managers Association of 
Oregon both for lives and volume, again 
led all Oregon agents in number of 
lives insured. 





Report on Royal Union 


e The Royal Union Life fund’s gross 
income for the first six months was $2,- 
176,080, a net of $1,896,000 after pay- 
ment of $281,280 operating expenses 
and taxes. Of the net income $1,743,- 
949 was paid to the Lincoln National 
Life, in accordance with the reinsur- 
ance contract. 

















Results on First Six Months 








New Paid Business 
First 6 Months 





Increase or Decrease in 
Insurance in Force 


1935 1934 1935 934 

Bankers Natl. Life, N. J........ $19,012,010 $15,049,179 $ +5,549,224 $ +4,775,770 
ee Oe a a eer ee 5,567,461 10,645,674 —2,778,824 +1,862,636 
CG, OMLUOL AME oo orp p 05000086 50,272,848 43,996,816 +10,268,143 —3,474,461 
Conservative Life, Ind......... ,644,44 ,217,14 274,369 +323,452 
Continental Assurance ........ ,414,800 18,040,818 + 8,952,216 +5,317,691 
Eureka-Maryland Assurance ... 11,807,738 11,031,961 + 2,135,742 + 2,475,653 
Great Southern Life........... 14,529,583 14,713,38 —1,300,524 —4,769,948 
John Hancock Mutual...... Ord.133,343,225 120,424,847 + 37,286,066 +16,372,323 
John Hancock Mutual...... Ind..159,294,333 162,854,868 +51,394,311 +53,077,079 
John Hancock Mutual...... Gr. 7,324,600 6,415,850 + 16,601,195 + 22,226,398 
TP OWOEtD TALS occ cs cercccee 910,852 898,442 —265,628 —376,48 
TALS OOR “VIPRAMIG... oasis oc s0 0c 17,614,221 12,043,611 +6,478,90 +1,603,846 
Life of Virginia....... 31,008,935 36,157,005 +3,232,82 + 6,702,521 
Mass. Protective Life.. ,775,276 3,480,341 + 683,000 +1,640,00 
Michigan Life ........ 2,896,482 2,558,213 + 412,329 —132,160 
Midland Mutual Life........... 5,585,917* 5,944,04 + 304,673 —1,237,355 
Monarch Life, Mass..........+. 1,301,442 1,252,198 +182,919 + 358,207 
Mutual Benefit Life............. 63,540,726 71,223,114 —35,579,305 —60,607,179 
Natl. Guardian Life, Wis........ 1,928,129 1,474,950 + 480,148 —990,65 
Paul Revere Life.......ccscccee 3,074,488 2,648,397 +1,587,000 +1,617,000 
State Farm Life, Tll.....-.6c.0e0 4,635,378 3,432,393 + 2,765,526 2,045,514 
State Mutual Life, Mass........ 18,816,555 17,336,741 —4,899,54 —10,052,452 
Stonewall Life .......cccsvccee 03,0 242,916 +113,788 91,0 

Teachers Ins. & Annuity........ 1,656,307 1,605,729 +936,801 +369,515 
United Mutual, Ind............+-- 4,944,471 4,571,714 —18,389 —173,072 
West-Coast Life..........-...0- 8,099,441 1,312 + 423,787 —608,994 


*Annuities included in total amounted 


12,734 , 
to $1,137,651 in 1934 and $721,901 in 1935, 


indicating an actual increase in new life insurance. 








Joseph B. Maclean’s Book 


“Life Insurance,” Revised 





The revised addition of the volume 
“Life Insurance” by Joseph B. Maclean, 
associate actuary of the Mutual Life of 
New York, has now been published by 
McGraw-Hill Company. This is an au- 
thoritative work and is a standard, The 
present revision is the fourth. The last 
revision was three years ago. The cost 
is $4. It may be purchased through 
THE NATIONAL UNDERWRITER, 

The chapter on elementary principles 
has been entirely rewritten and sim- 
plified; that on kinds of policies con- 
tains a description of retirement an- 
nuities and other similar contracts and 
a discussion of participating annuities 
has been added. . 

In the chapter on terms of the policy 
reference is made to the many recent 
changes in the basis of and terms for 
cash and other surrender values. A de- 
scription of reinstatement by redating 
has been added. 

In the selection of risks chapter a 
more extensive reference to the treat- 
ment of extra hazard from aviation and 
in connection with the liquor industry 
is made. . 

Special reference is made to dividends 
on annuities. 

There is full discussion of recent de- 
velopments in regard to the valuation 
of securities. 

There is a discussion of recent 
changes in the basis for rates and, re- 
serves for double indemnity. 

A new section is added dealing with 
group annuities. In the chapter on 
regulation and taxation changes are 
made to concur with most recent laws 
and rulings of the revenue department. 
Application of gift tax to policies and 
annuities is shown. ; 

Additional matter is added dealing 
with special developments during the de- 
pression, including the moratorium, 1n- 
flation, mortgage moratorium laws and 
the investment situation, and changes in 
reserve bases. 

Reference has been made to condi- 
tions and practices in Canada. 


Shreveport Managers Elect 


L. E. Throgmorton, Aetna Life, has 
been elected president of the Managers 
Club at Shreveport, La. E. A. Labry, 
Metropolitan, is vice-president, and W. 
W. Teekel, Lincoln National, secretary. 
Merton Lindsey, Great Southern Life, 
is program committee chairman. 


Sets Ten-Year Record 


A $500 check was presented by Presi- 
dent W. W. Putney of the Midwest 
Life of Nebraska to Roy F. Watson, 
upon the completion of his 10th year of 
consecutive weekly production. Mr. 
Watson’s record shows an average pro- 
duction for the decade of four applica- 
tions a_ week. 





Northwestern Mutual Will 
Increase Its Annuity Rates 





A stiff increase in annuity rates is an- 
nounced by the Northwestern Mutual 
Life, effective Aug. 1. The detailed 
rates have not been given out but will 
probably be available at the annual 
meeting of the company in Milwaukee 
next week. The announcement of the 
increase was held back until near the 
effective date because the company did 
not desire a campaign to write business 
at the old rates. The Northwestern 
Mutual is one of a great number of 
companies to announce higher rates for 
annuities. 

According to Percy H. Evans, vice- 
president and actuary, the increase is 
substantially the same as that recently 
adopted by other leading companies. 
The amount of increase, he said, is diffi- 
cult to express, varying with different 
ages. The Northwestern  uses_ the 
American annuity table, he said, and 
the assumed interest rate has been set 
at 3% percent from the previous 334 
percent. 


Industrial L. & H. Meet 


About 600 agents from Georgia, South 
Carolina and Florida attended the con- 
vention of the Industrial Life & Health 
at Jacksonville, Fla. 





Riehle Writes Essay On 
Philosophy for Agents 











Any well rounded life insurance pro- 
gram takes into account the fact that 
One may die too soon or live too long, 
and shows how to win both ways, T. 
M. Riehle, Equitable of New York, 
New York City, and president National 
Association of Life Underwriters, com- 
ments in the fine pamphlet, “A Finan- 
cial Philosophy for Life Underwriters,” 
which has just been published by the 
National association. Mr. Riehle points 
the moral by asking whether agents do 
not want both contingencies covered for 
themselves as well as for their pros- 
pects. 

Thereupon in an intensely practical 
way he demonstrates how the agent can 
set about insuring himself by evolving 
a definite work plan calculated to make 
him independent of his business, and by 
buying life and endowment policies. 
“The future never takes care of itself,” 
Mr. Riehle says. “You preach that doc- 
trine daily. Why not make it a part of 
your own financial plan? The one bill 
you can’t afford not to pay is your sav- 
ings bill. Pay it now, as you go along, 
in cash, or pay it some day in depriva- 
tion.” 

When the agent finds the answer to 
the question how much business he 
must pay for each week to take care of 
present expenses and provide an estate 








Some State Departments 
Pulling Out the Throttk 


——_ 


CAUSING MUCH ADDED OUTLAY 





Companies Complain That in a Few In. 
stances They Are Being Used 
for Revenue Purposes 





State revenues are off and it is difficult 
to secure sufficient income to meet the 
ordinary demands, but in addition there 
are extraordinary responsibilities on all 
commonwealths these times. Some in- 
surance companies are fearful lest some 
state insurance departments pull out the 
throttle and press too hard on the ex- 
chequer of institutions over which they 
preside. There have been some con- 
plaints that a few departments are giy- 
ing evidence of activity in that direc. 
tion. This is particularly true where 
commissioners insist on the reappraisal 
of properties and then send in a very 
high bill, often exorbitant, for the work 
done. If the companies had this in their 
own hands the appraisals could have 
been made in some instances for one- 
tenth of what the department charged, 
In other cases, unnecessary examina- 
tions and investigations were instituted, 
according to company officials. The 
companies themselves are confronted 
with higher expenses and it does not 
set well to have the states bear down 
more heavily when seemingly there is 
no special reason for the extra expense 
incurred. 








for his family and an income for his old 
age of a size that he wants, he has given 
himself poise, balance and _ incentive 
which will help him go far toward his 
objectives. His first objective is a liv- 
ing income; his second, to budget so 
there will be also a comfortable nest- 
egg for old age. Each application writ- 
ten by such an agent becomes a part of 
a finished financial structure he _ has 
planned for himself; it sends him into 
the field with intensity of purpose and 
driving earnestness. It works wonders 
in improving sales technique. 

For a minimum objective of $2,450 a 
year, exclusive of renewals, minimum 
production of $175,000 yielding an aver- 
age of $14 per $1,000 is necessary, which 
can be attained, Mr. Riehele said, by 
planning with one person each week to 
save approximately $2 each week in life 
insurance. The agent must pay for 
$3,500 every week for 50 weeks. His 
total commissions in 10 years and there- 
after would be $4,180 annually. 


Outlines Insurance Program 


Mr. Riehle outlined an endowment in- 
surance plan for agents to make them 
independent in later life. An agent of 
30 years for average annual premium o! 
$343 (14 percent of his first year com- 
missions) can purchase $15,500 endow- 
ment insurance maturing at age 65 an 
at maturity would have $122 a month 
for life, or at age 62 could take $1004 
month. 

“This is the human side of life insur- 
ance,” he said, “(1) as the commodity 
which you sell, and (2) as a vehicle by 
which you, yourself, can ‘Win Both 

ays’.” 

Savings of renewals every year and 
investing them in high premium life m- 
surance would accomplish additional re- 
sults, giving larger income at retirement 
or a retirement income of $100 monthly 
starting at a much earlier age than 69. 
“You talk to your clientele about the 
miracle of compound interest,” he com- 
mented. “Talk to yourself about it, too 
and see what it will do for you.” The 
cazh values which the agent builds cot 
stitute his backlog for old age. “There 
can be no compromise with inactivity, 
Mr. Riehle said. “Financial security 
must be earned. It doesn’t just happet 
Have a determination and a schedule. 
The world steps aside for the man who 
knows what he wants.” 
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» Then in 
| charge the agency paid for $93,657,000. 
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Boyce With Connecticut 
Mutual in New York City 


(. 











WILLIAM L. BOYCE 


William L. Boyce, until a few honths 
ago manager for the Equitable Life of 
New York in Syracuse, N. Y., one of 
the company’s top-ranking offices, has 
been made a general agent in New 
York of the Connecticut Mutual Life, 
effective Aug. 1, succeeding M. L. Lane 
as head ot the company’s Empire 
State building office. Mr. Lane has re- 
signed to devote himself to personal 
production and will continue to repre- 
sent the Connecticut Mutual through 
Mr. Boyce. 

When Mr. Boyce took over the Syra- 
cuse office April 1, 1928, it had paid for 
$4,800,000 in the previous calendar year. 
seven years after he took 


His largest business was in 1931 when 
his office paid for $15,800,000. Its 1934 
production was $13,900,000, while in the 
first three months of 1935 it was $15,- 
200,000. Last year 61 out of 170 
agents attained club membership. 


Was Early C. L. U. Man 


Mr. Boyce was one of the first to 
hold the C. L. U. designation. He has 
been an aggressive agency builder and 
Irequent speaker at national and re- 
gional sales and management confer- 
ences. He is past president Syracuse 
Life Underwriters Association and has 
heen Prominent in managerial activi- 
tes in National association affairs. 
He is widely known for his ability to 
train successful men. Twelve men who 
entered life insurance under him are 
Managers or general agents in New 
York state. 

Brought up on a ranch in North Da- 
kota, he was graduated from the Uni- 
versity of North Dakota and_ later 





Studied theology at Wesleyan College, 
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Carl Heye Finds 
the Outlook Rich 


(CONTINUED FROM PAGE 3) 


“In these times of unsettlement and 
confusion and of many strange notions 
resulting from the country’s unprece- 
dented set-back during recent years, it 
becomes more necessary than ever 
before to maintain a properly balanced 
perspective. Let us do so with un- 
shaken faith in America, which after all 
is the greatest country in the world, 
and dedicate ourselves anew to the 
splendid fundamental truths that under- 
lie our business.” 

The other principal speaker of yes- 
terday’s session was Vice-president Mc- 
Lain, who presented the company’s 
awards to the production leaders to the 
production leaders. Mr. McLain also 
dealt with the history of the company 
and its former organization set-up as 
contrasted with its present one, point- 
ing out that changing times bring the 
need for a set-up to meet the changed 
requirements. 

C. Brinkmann, Jr., Shreveport, 
La., president of the Leaders Club for 
1934-35, was chairman and introduced 
the speakers. 

Yesterday afternoon and _ evening 
were devoted to a boat-ride up the 
Hudson river to West Point. Members 
of the President’s club, the company’s 
top production group, will on Saturday 
sail for Bermuda and hold their meet- 
ing there. 





Froggatt Changes Announced 


T. P. Zanella, who has been con- 
nected with Joseph Froggatt & Co. of 
New York, the consulting actuaries and 
auditors, for 10 years. and who has been 
assistant manager of the Chicago of- 
fice, has been appointed manager there, 
succeeding W. L. Hippard, who has 
been transferred to the head office in 
New York as secretary of the Froggatt 
company. Before going with the Frog- 
gatt office, Mr. Zanella had practical ex- 
perience in insurance. He is assisted at 
Chicago by Malcolm Hippard, who was 
formerly assistant manager at Dallas, 
then assistant manager at San Fran- 
cisco, and now becomes first assistant 
manager in Chicago. 

E. F. Baxter, who has been for a num- 
ber of years in the Chicago office, be- 
comes second assistant manager suc- 
ceeding H. L. Van Horn, who becomes 
manager in Philadelphia. 








Grand Forks, N. D. After working his 
way through college he became an in- 
surance agent in Fargo, N. D., averag- 
ing about $250,000 a year. He became 
a district manager for the Equitable 
and later superintendent of agents in 
the St. Paul office. 


Two Denver General Agents 


DENVER, July 18.—Malcolm Wood, 
formerly assistant to Fred Krueger, 
general agent here for the Capitol Life 
of Denver, is now a Denver general 
agent himself. This makes two general 
agents the Capitol has in Denver. 





| New Indiana 


——e 


Book Issued | 





: Unusual interest is taken in the new 
sue of the Indiana Underwriters 
Handbook, the state reference book, 
which has come from the press of THE 
pooerlern UNDERWRITER. Under the 
‘ePervision of Commissioner McClain 
ee surance department during the last 
yd made requirements for agency li- 
fnsé so that sideliners especially are 
py ved It increasingly difficult to secure 
ranchise. Another point watched by 
_ department is whether the applicant 
poste good record with his company or 
a Because of these restric- 
jalees number of applications were re- 
600 | this year. While there were 35,- 

licenses issued in 1934, there are 
Only about 28,500 this year. 





The Indiana Underwriters’ Hand- 
book is a complete reference work of 
the state insurance-wise. It is the old- 
est state insurance directory in the 
west, the first edition appearing in 1891. 
It contains a complete list of all agents, 
showing the companies represented, 
and, in fact, full information concern- 
ing the agents. The company directory 
gives an insight into the main features 
of each institution operating in the 
state. Insurance organizations and their 
officers are shown. 

The life companies showed an increase 
in insurance paid for, it being $450,668,- 
548 compared with $408,886,282 in 1933. 
Life insurance in force in Indiana 1s 
$2,239,754,502. 
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OBSERVATIONS ON COMMISSIONERS’ MEET 





(CONTINUED FROM PAGE 1) 


There were two of the recently shorn 
present—Col. Dunham of Connecticut 
and A. H. Averill of Oregon. With the 
peculiar insurance atmosphere of his 
state, Col. Dunham fitted well into the 
picture but his seat was uneasy because 
he was a Republican. J. C. Blackall, 
his successor, left a good impression 
and as his pim feathers grow, he should 
find himself adapted to the insurance 
activities of his state. Earle of Oregon, 
rather retiring, has the making of a 
good official. At least having been a 
local agent, he has some knowledge of 
the business. 


Van Schaick and Pink 


Van Schaick of New York was a 
particularly aggressive, forceful, dy- 
namic official, His public utterances 
had substance. His successor, L. H. 
Pink, is cast in a different mold but his 
colleagues found him standing firmly on 
the ground. Conservative, not forward, 
thoughtful, in a more quiet and less 
dramatic way, he will carry out the 
traditions of his state. New York has 
the right to be the premier state from 
a supervisory standpoint. It is not 
afraid to appropriate sufficient money 
to the department to enable it to ob- 
tain competent deputies and department 
chiefs. It constitutes a powerful organ- 
ization because of its commanding 
heads. Therefore the superintendent has 
always a most efficient personnel. Mr. 
Pink was accompanied to Seattle with 
a battery of talent from his office that 
stood high. For instance, Rollin Clark, 
T. J. Cullen, N. B. Hadley, G. H. Jami- 
son, J. J. Magrath, C. E. Ryan—those 
are names to conjure with. New York 
has the right attitude toward its insur- 
ance department. 


Nebraska Sends a Moose 


Nebraska has needed representation 
at conventions in recent years. Conn 
W. Moose came on and he gives prom- 
ise of adding lustre to his office. The 
towering, bald headed Ray Murphy of 
Iowa just inducted into office was but- 
tressed by a galaxy of Iowa company 
officials. He found his way around 
without difficulty. Hunt of Pennsyl- 
vania assumed leadership at once and 
with black mustache and white suit he 
soon became conspicuous. 

Bowen of Ohio, former Northwestern 
Mutual Life agent, believes in sound in- 
surance. He wants things done right. 
He may be a bit militant but he is sin- 
cere. 

Many look forward to real service 
from Carpenter of California. He cer- 
tainly is an improvement on some of 
his predecessors. He is a former local 
agent at Los Angeles and is off with 
a good start. Ketcham of Michigan has 
had some real problems before him 
since he took the reins, He is thought- 
ful and industrious. 

Holmes of Montana, a near new, 
might be called the comedian of the 
corps. An Irishman with a luscious 
brogue, a crack raconteur, yet basically 
his roots are deeply imbedded in the 
soil. With no pretense, no effort to 
force his way to a false position, he 
faces the world with candor and a firm 
belief in his fellows. 


Smith of Utah 


Holmes of Montana} boasts of direct 
descent from Brian Boru and his friend 
Smith of Utah from Joseph Smith, 
founder of Mormon Church. “Lisle” 
Smith too has a keen sense of humor, 
is spontaneous and since coming to the 
meetings has been classified in the up- 
per brackets. 

Mortensen of Wisconsin is uncertain 
of his future. His term expired July 1 
and no Wisconsin commissioner has 
ever been reappointed. Governor La 
Follette may break the spell but he has 
given no indication. Mr. Mortensen is 
not a show horse. He is retiring and 


serious minded. He has administered 





his office according to a strict line. He 
is thoroughly in accord with the more 
advanced steps taken by his state in 
governmental functions. 

Sullivan of Washington, another 
Irishman, the host commissioner, is very 
aggressive and does not allow any grass 
to grow under his feet. He has very 
fixed notions. He was on the stage 
much and worked hard to make the con- 
vention a success. 


Illinois Now Has Standards 


Palmer of Illinois brought to the in- 
surance department of his state a fine 
insurance legal training, an alert mind, 
a conviction of what fire insurance at 
least needed because that was his line 
and a determination to clean the Augean 
stables. Illinois sank far below the me- 
dian mark in days gone by. Its depart- 
ment was politically ridden and its 
standing with other departments was 
below freezing point. Palmer has done 
things and his office has a standing. 
What comes from IIlinois is now known 
to be straight. He is one of the fore- 
most men of this organization. 

Tobin of Tennessee also had some 
readjusting to do in his state. He is 
coming to the front, is friendly and easy 
on the floor in his speech. 

McClain of Indiana is “Harry” to 
everyone, a popular, buoyant chap with 
his head crammed full of poetry and 
anecdotes. He reels off verse by the 
yard and never waits for a crossing 
light until he has ended his feat of mem- 
ory. 

R. Leighton Foster’s Contribution 


Superintendent R. Leighton Foster 
of Ontario has been attending these 
United States conventions for! 12 years 
so he is better known at these gather- 
ings than 75 percent of our own offi- 
cials. Five years ago at the Hartford 
meeting, he contributed a paper on au- 
tomobile financial responsibility laws. 
This year he gave a study of the same 
topic, assembling all available informa- 
tion up to date. These Canadian offi- 
cials know their subject. They are well 
schooled in public affairs, economics 
and their own specialty. They are not 
so disturbed over their tenure of office. 
They are fairly well paid. 

Mr. Foster’s paper was the most val- 
uable contribution made to this gather- 
ing. His manner of presentation, his 
diplomacy in comparing United States 





and Canadian legislation, his forceful 
yet sincere marshalling of data—all 
made him an outstanding character. To 
all who desire to vecome informed on 
this subject may I commend a reading 
of the Foster treatise. 

Not in many years has there been so 
great an upheaval in the official list of 
this organization. On the special train 
out from Chicago the so-called eastern- 
ers, who had in their confines most 
middle west and southeastern officials, 
fixed up the slate. Boney of North 
Carolina who at the St. Petersburg 
meetiig in December rode into office 
from the first vice-presidency was 
scheduled for the place again because of 
his short term and also it was felt his 
candidacy would eliminate some ardent 
aspirants for the high office who were 
not regarded as wearing the cloth in 
apostolic succession. Gough of New 
Jersey, who was executive committee 
chairman, one of the most faithful of the 
stalwarts and now a veteran in the con- 
vention, was to occupy the first vice- 
presidency so that he could be elevated 
a year hence. He is not a commissioner 
by title, but is deputy in charge of the 
insurance department, the New Jersey 
commissioner also having the banking 
department to which he gives his per- 
sonal attention. C. A. Gough, however, 
is the New Jersey insurance department. 
Nevertheless his eligibility to hold ex- 
ecutive office under the wording of the 
constitution and by-laws was challenged 
but those who sponsored the adminis- 
tration ticket frowned on the raising of 
a fine technicality to humiliate so deserv- 
ing an official. 


Attempt at Diplomacy Made 


Knowing that Sullivan of Washington 
had his eyes cast upward and appreci- 
ating his point of advantage as host 
commissioner, also sensing his probable 
proselyting with coast and Rocky Moun- 
tain commissioners, he was to be given 
the second vice-presidency. Why not? 
In regular succession two years away, 
under the usual procedure he would 
stand at the top yet he might be out of 
office because he is elected in his state 
and the Washington Insurance League 
and quite a regiment of other insurance 
folk of his commonwealth are out gun- 
ning for him. The league is the state 
organization of local agents. A fight 
will be put up against him in his own 
party and the Republican. 

So far, so good. Palmer of Illinois, 
one of the brainiest men of the con- 
vention, a finished hand in presiding, had 
his eyes cast upward but he had alien- 
ated himself from the influential fire 
company officials in his fight for the 
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This is the architect’s drawing of the projected new home office building of 


the American Life of Birmingham. 
for occupancy this year. 


According to present plans it will be ready 











code in his legislature and that quarter 
expressed an unfavorable opinion. ‘1 here. 
fore Palmer was to sit at the head of 
the executive committee. Urbane and 
not wishing to precipitate an unseemly 
contest he was agreeable to the ar. 
rangement. 


Machinery Set in Motion 


When the forces reached Seattle Mon. 
day of last week, Sullivan of Washing. 
ton had donned his seven league boots 
and strode out to conquer. He rallied 
the cohorts of his particular dominion, 
California, Oregon, Nevada, Idaho, 
New Mexco, Arizona, Montana, Wyo- 
ming and Colorado. Utah’s Smith re. 
fused to march with him. That gave 
him a fighting corps. He possesses a 
dominating, determined personality. He 
raised the cry of eastern supremacy. 
There was threat of secession. The far 
westerners were told they were subject 
to discrimination and the time had come 
to demonstrate to the stalwarts that the 
west was to be crowned. Sullivan soon 
had 11 votes pledged to the revolution 
ary cause. 

Hunt Joins Pacific Procession 


Hunt of Pennsylvania, something ot 
the Sullivan type, who had left a streak 
of fire clear along the continent, soon 
joined hands across the seas. Sullivan, 
who held the banquet program in his 
hand, had Hunt put on as he did Car. 
penter of California. To throw a sop 
to the old guard, he saw that Julian of 
Alabama was also to appear. 

Even with this marshalling of forces, 
the administration army did not fear the 
outcome. However, keen observers saw 
the signs in the skies. The far west- 
erners, most of them new in the work, 
who had not gotten their bearings, were 
caught by the rallying cry and became 
converted. 


Originated Some Years Ago 


The far west commissioners now it 
office did not initiate this rebellion. It 
has been brewing for some years. These 
states have a certain community of i- 
terest. They are far from the insu- 
ance strongholds of the east. They be 
lieved the easterners did not appreciate 
their growing importance and magir 
tude. A few years ago a change wa 
made in the rules whereby at least one 
member of the executive committee 
should come from this region of mag: 
nificent distances. The feeling grew 
that these westerners were not getting 
their deserts and that their call for help 
from the Mississippi valley, southeast 
and east on unauthorized insurance fel 
on deaf ears. The so-called Wester 
Conference was formed a few years ag? 
and talk of secession was heard. It 
died down a bit but the coals stil 
smoldered. Obviously the far west 
erners needed more attention and mort 
of the honorary plums. 


Time Was Propitious 


This year the “time, place and git! 
were here. The ambitious Sullivan wé 
convention host and that meant muc’ 
There were a number of new official 
who had not gotten their opimiot 
formed and hence followed a dynam 
leader. The first and second vice-prés 
dents, elected at the St. Petersburg 
meeting, were out of state office a 
hence were no longer in the organi 
tion. Otherwise the traditional, 
written law ofl succession pro ably 
would have prevailed. Boney had 
served only six months but he had W0! 
the honor and had presented a pape 
before the Life Presidents Associatil 
meeting, a distinction always shown the 
president of the commissioners ofg@l 
ization. : 

Gough of New Jersey was chairmé! 
of the executive committee. The = 
was made that Boney had sat in ra 
gilded chair and the privilege should . 
given some one else. Gough’s eligibi 


ity to hold official executive positio 
was challenged. i. 
Thus the way was clear for an ied 


tirely new lineup. Sullivan contre ' 
all the western conference cohorts a 
Smith of Utah who refused to, on 
revolutionist but others joined in t 
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movement. The political wiseacres de- 
clared that Col. Boney should have 
stuck and not withdrawn. He might 
have pulled through by a slight mar- 
gin, Evidently he smelled defeat and 
did not want to face personal chagrin. 
This left Sullivan and Palmer as the 
opposing candidates, and even there the 
administration forces felt that with 
their strength thrown toward the IIli- 
nois commissioner, he would win, Sul- 
livan 19; Palmer 14. Some who were 
personally pledged to Boney cast their 
ballots for Sullivan when the North 
Carolina man pulled out. 

McClain nominated, Boney for presi- 
dent. Holmes of Utah nominated Sul- 
livan and Dawson of South Dakota 
nominated Palmer of Illinois. To the 
dismay of the conservatives Boney 
withdrew. As the members of the ad- 
ministration group look back on the 
event they feel that Boney made a se- 
rious mistake as they are confident he 
could have been elected. Evidently he 
was badly frightened. One of the 
strange incidents was the feeling shown 
against Palmer. Men who were for 
Boney and would have stayed by him 
switched their votes to Sullivan. This 
was particularly true with commission- 
ers like Bowen of Ohio and Tobin of 
Tennessee. 

Undoubtedly where commissioners 
were influenced by outside interests they 
voted against Palmer on account of the 
fight engendered by the fire companies, 
particularly against him in his advocacy 
of the Illinois insurance code. 


Other Offices Filled 







Swelling with victory, the Sullivan 
brigade broke the morale of the admin- 
istration. Palmer was given the first 
vice-presidency and Bowles of Virginia 
the second place. It was somewhat of 
a surprise that New York got the ex- 
ecutive committee chairmanship. 
Gough, personally humiliated at the 
treatment accorded him, refused to be- 
come a candidate to succeed himself so 
L. H. Pink was elected. He will be a 
sort of balance wheel. Secretary J. G. 
Read most wisely had not identified 
himself with either band so he was re- 
elected with a whirl. 

In the choosing of members of the 
executive committee the revoltosos 
again showed their magic hand. They 
voted only for their three official can- 
didates, thus relying on the accumula- 
tive plan to be a sure shot. Carpenter, 
Earle and Ham got far more votes by 
this process, the gap between them and 
Harry McClain of Indiana, the next 
highest, being wide and deep. 

The election of Commissioner Sulli- 
van to the presidency will certainly be 
of material help in his candidacy for 


goa to office in his state next 
year, 


Utility Insures Manager 
MANITOWOC, WIS., July 18— 
Single premium 10-year endowment poli- 
clés on the life of E. C. Schroeder, man- 
ager of the municipally-owned public 
utility here, with the city as beneficiary, 
will be purchased from several local life 
underwriters by converting the $100,000 
of the reserve funds of the utility and 
now maintained in United States Treas- 
ury notes. The life insurance plan was 
Suggested and found favor with the pub- 
lc utility commission because of the 
sreater interest yield of endowment 
Policies. over that of treasury notes. 
Union Activities Limited 

BIRMINGHAM, ALA., July 18— 
— union of insurance agents organ- 
_ am Birmingham in 1933 and known 
r e United Association of Insurance 
— of America has not spread to 
had parts of the country to any great 
“i as originally planned. Ted Wil- 
oe Secretary-treasurer, stated that 

/Var unions are operating in Chicago, 


Minneapoli : 
that » dg is and Denver, but admitted 


ey are allied only in purpose and 

that they ow y_in purpose 
° e “ J 
national h no allegiance to “inter 


No leadquarters” in Birmingham. 
on? ee work outside of Ala- 
A eing attempte 

time, he side pted at the present 











Heilemann, Pacific States 


Life Official, Convicted 








F. S. Heilemann, one of those par- 
ticipating im the amazing sleight of 
hand performance in connection with 
the Chicago National-Pacific States 
Life deal, has been sentenced to from 
one to ten years in prison on charge 
of embezzlement by Criminal Judge 
Feinberg in Chicago, who -heard the 
case without a jury. 

Heilemann at one time was president 
of the Great American Casualty of Chi- 
cago. After much persuasion, the Illi- 
nois department was induced to ap- 
proved the reinsurance of that company 
in the Pacific States and Heilemann 
then formed his connection with that 
remarkable company. He was one of 
those in charge when a receiver was 
quietly appointed for the Chicago Na- 
tional with instructions to turn the 
business of that company over to the 
Pacific States. Subsequently when the 
Pacific States began to founder, Heile- 
mann was one of those involved in a 
scheme to take back from the Pacific 
States through the instrumentality of 
some other company, the business of 
the Chicago National. Various com- 
panies were projected for that purpose, 
among them the Illinois Mutual Life, 
New Deal Life and General Life. Heile- 
mann headed all of these companies. 
However, the scheme was blocked at 
every turn by the Illinois department. 


Purchased Claim, Resold at Profit 


The specific transaction which 
brought the conviction of Heilemann 
was his purchase of a claim against the 
Pacific States for a reduced amount 
and selling it to the company for the 
full amount. The claimant was the 
American Conservation Company of 
Chicago that had a claim against the 
Pacific States of $21,525. Heilemann 
bought this claim for $5,000 and sold 
it to the Pacific States for the full 
amount. 

Heilemann’s motion for a new trial 
was overruled and he was given until 
September 9 to file a bill of exceptions 
in the supreme court. 

A co-defendant—Attorney John L. 
Robinson—was given a separate trial 
and testified for the state against Heile- 
mann. Robinson was a law partner of 
Attorney E. R. Elliott, who drew the 
bill under which the Chicago National 
was reinsured in the Pacific States. 





North Dakota Issues Strict 
Assessment Society Rules 





BISMARCK, N. D., July 18—The 
North Dakota insurance department has 
issued rules regarding assessment 
benevolent societies operating on the 
voluntary contribution plan. The cer- 
tificate of membership must state fully 
the conditions on which the benefits 
shall be paid. They must be confined 
to a death benefit not exceeding $1,000 
and must be entirely contingent in 
amount on the proceeds of the post 
mortem assessment levied on the mem- 
bership. No reserve fund may be ac- 
cumulated prior to the occurrence of 
death to guarantee payment of any 
death claim. The membership fee col- 
lected should not exceed $5 for ex- 
penses. Not more than four expense 
assessments in amounts not exceeding 
$1 may be levied in one calendar year. 
Vhe certificate of inembership shall 
state the percentage of death assess- 
ments not exceeding 10 percent that 
may be used for expenses. On the 
first page of each certificate the fol- 
lowing must be stamped: “This is not 
an insurance policy. The association 
maintains mo reserve. All benefits are 
dependent upon voluntary assessments 
from members.” 

The ruling also provides for periodi- 
cal reports to the insurance commis- 
sioner, and filing of membership certi- 
ficates with him. The ruling goes into 
effect Sept. 1. 
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‘ambidge draw- 
of The Lincoln 
“Lin- 


Reproduced from an original Jay Hi 
ing from_the picture collection 
National Life Insurance Company Museum, 

coln’s Farewell Address at Springfield, Ill.”’ 


RESPONSIBILITY 


PON leaving Springfield for the nation’s capitol, Lincoln 
humbly realized his tremendous responsibility and said, 
“I now leave . . . with a task before me greater than that 


which rested upon Washington.” 


So, life underwriters in their modern capacities as financial 
advisers to the masses must be able to say with Lincoln, “What 
I did, I did after a very full deliberation and under a solemn 


sense of responsibility.” 


It is the aim of-this Company to recognize constantly its own 
responsibilities, and to teach its representatives to recognize 
theirs. Thus can its field men build confidence, prestige, and 
a quality clientele. 


Plan to attend the National Association of Life 
Underwriters Convention, Des Moines, Iowa, week 
of September 16, 1935. 


The Lincoln National Life 
Tnsurance Company 
FORT WAYNE, INDIANA 











ITS NAME INDICATES ITS CHARACTER 














14 


THE NATIONAL 


UNDERWRITER 


July 19, 193; 














THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION, 


PUBLISHED EVERY FRIDAY 





By THE NATIONAL UNDERWRITER COMPANY, Chi 
ce Exchange, CHI 


PUBLICATION OFFICE, A-1946 Insuran 


E. J. Woxu.cemourn, President 
— 1, pounce, Vice-Pres.-Gen. Mgr. 
i Associate Managers: 


W. A. Scanton G. C. RozpinG 
0. E. Scuwarrz 
CINCINNATI OFFICE 
420 E. Fourth St., Tel. Parkway 2140 
Louis H. M 


|ARTIN, er 
Asner Tore, JR., se r Life Ins. 
ice 
Cortis C. Crocker, Mgr., Handbook Dept. 
NEW YORK OFFICE 
1200-128 William St., Tel. Beekman 8-8958 


Guonce A. Warsow, Associate Editor 
. Watson, 

R. B. MircHe.t, Assistant Editor 
DEPT. 


BUSINESS 
Nora Vincent Pavt, 


Vice-President 
W. J. Smyru, Resident | 
3. T. : ., Industrial 
HARTFO ICE 





Cincinnati and New York 
GO. Telephone Wabash 2704 
C. M. Cantwricut, Managing Editor 
LEvERING CARTWRIGHT, one, Man. Editor 
Frank A. Post C 

Date R. ScHILLIN 


SAN FRANCISCO OFFICE 

507-8-9 Flatiron Bldg., Tel. KEarny 8054 

Frank W. Brann, ident M: 
Miss A. V. Bowyenr, P. itor 
DALLAS OFFICE 
1218 Kirby Bldg., Tel. 2-4491 
B. Humpnrey, Resident 
DES MOINES OFFICE 
627 Insurance Exchange, Tel. 44417 
Rosert J. Cuapman, Resident Manager 


DETROIT OFFICE 


1015 Transportation Bide. Tel. Benéstoh 30904 


A. J. Epwarps, Residen' 


ATLANTA, GA. OFFICE 
204 Atlanta National Bank Building 
Tel. Walnut 2652 


Water M. CurisTENsEN, Resident Manager 


. PHILADELPHIA OFFICE 
1127 Fidelity-Philadelphia Bldg., Tel. Pen 8706, Hanny C. Mountain, Resident Manager 


Subscription 
Combination with 


Entered as 
March 8, 1879. 


Price $8.00 a year; in Canada, $5.50 a year. 
The National Underwriter Fire and Casualty, 
Second-class Matter June 9, 1900, at Post Office at 


Single Copies, 15 cents. In 
$5.50 a year; Canada, $10.50. 
Chicago, Ill., Under Act, 


D. SPENCER 
G 








Agency Managers Needed 


WITH quite a number of companies there 
is dearth of managerial talent and com- 
panies are constantly looking for men 
to manage their agencies. They would 
like to promote agents out of their own 
ranks but the fact is that training for 
life insurance salesmanship is not neces- 
sarily training for the manager’s job. 

Some companies are encouraging men 
who have been managers of branch of- 
fices and the like in manufacturing and 
other commercial enterprises, who have 
gained experience in handling men, to 
go into the Iife insurance business with 
the idea of selling for a year or two in 
order to gain the necessary life insur- 
ance knowledge and in this way become 
material for managers of agencies. It is 
clear that this plan has possibilities. It 
is a fact that the larger industrial organ- 
izations such as an iron, steel, rubber, 
the automobile business, etc., usually 
want only comparatively young men as 
managers, say men under forty, who 
still have plenty of physical energy for 
what is purely a selling manager’s job. 

These great organizations are much 
more systematized than are the life 
companies; that is to say, there is more 
direction in every detail from the top 
than in any life company. A life general 
agent or manager has much more re- 
sponsibility, he is more, as it were, in busi- 
ness for himself, than is the average man- 
ager for a large industrial concern. This is 
due to the fact that selling life insurance is 
a much more complicated business than 
selling tires, or automobiles, or steel. 
The life insurance man has to adapt 
himself to, and study, human needs and 
his scope of intelligence must neces- 
sarily be larger than that of the man- 
ager of the ordinary commercial enter- 
prise. Also, his conpensation is fre- 
quently on a commission basis or even 
if he is on a salary he is likely to have 
some kind of a commission arrangement 
as well. The average age of the life in- 


Confidence Is 


CoNFIDENCE in what one is doing, in 
his organization, in what he is selling, 
what he is representing, is a character- 


surance manager or general agent is 
undoubtedly much higher than that of 
the sales manager in the commercial 
field. 

This is an inducement to the man who 
is a successful manager and handler of 
men to enter the field of life insurance 
because in other lines where the demand 
is constantly for younger men he fre- 
quently finds himself worked out of his 
position, when his physical energy com- 
mences to slow down a bit. One or two 
tests have been made showing that the 
average age of life insurance managers 
is considerably higher than that of men 
holding similar positions in the larger 
industrial corporations. The life insur- 
ance man is handicapped to some extent 
by youth because the business requires 
a larger experience of life and a better 
understanding of complicated human 
relationships. There are many life in- 
surance managers doing a good job at 
60, 65 or even 70 who would have been 
on the “scrap heap” a long time ago 
if their employment had been with an 
industrial corporation. 

The life insurance business clearly 
needs more. well trained managers. 
Many managers who possess a_ high 
grade of selling ability have gone back 
to individual salesmanship because they 
can make more money and work more 
easily in the straight selling job. A high- 
strung, high-powered salesman is not 
likely to make the ideal manager for a 
life insurance agency. Both selling and 
managing are highly specialized voca- 
tions and they do not require the same 
qualities, though frequently, of course, 
men are found who possess both sets 
of qualifications. 

Here is a problem which confronts 
the life insurance business: The problem 
to find men who can handle and develop 
successful life insurance salesmen who 
may or may not be large producers 
themselves. 


All Important 


istic that is worth developing. It gives 
One greater determination and his faith 
is infectious. 


PERSONAL SIDE OF BUSINESS 





John H. McCarroll, advertising man- 
ager of the Bankers Life of Des 
Moines, whose hobby is “puttering 
around” in his basement workshop, has 
been advised that a patent has been 
granted on his invention of an adjust- 
able metal plant shelf which attaches 
to the middle sash rail of the window 
to support house plants, ivy bowls and 
the like. He is negotiating for its 
manufacture. 

Oliver Thurman, vice-president and 
manager of agencies of the Mutual 
Benefit Life, has been in poor health 
lately and has had to give up a num- 
ber of engagements: He underwent a 
complete checkup and was found not 
to be suffering any serious ailment. 

Edmund Fitzgerald, vice-president 
Northwestern Mutual Life, and Mrs. 
Fitzgerald have returned to Milwaukee 
from Europe where they spent several 
weeks on a vacation trip. 

Edwin Lewis, superintendent of the 
application department at the home of- 
fice of the New England Mutual Life, 
prominently displays in his department 
this Shakespearian quotation: “Things 
done well, and with a care, exempt 
themselves from fear.” About 15 years 
ago the application of this statement 
to life insurance underwriting so im- 
pressed Mr. Lewis that he transferred 
the words immediately to a location 
where he and his fellow workers would 
see them constantly. 

In honor of 35 years’ service with 
the New York Life, the Davenport, 
Ia., agency has been conducting a two 
weeks’ testimonial honoring W. A. 
Scherfe of Fort Madison, who is also 
a former president of the Iowa Asso- 
ciation of Insurance Agents He has 
represented the New York Life in Fort 
Madison since June 15, 1900. The vol- 
ume turned in at the Davenport office 
was the largest of any two weeks this 
year, according to Don Parker, agency 
director. 


Newell Day, district manager Equit- 
able Life of Iowa, Burlington, Ia., and 
Lee J. Dougherty, president Guaranty 
Life of Davenport, are among the new 
directors of the Greater Iowa Council, 
a subsidiary of the Greater lowa Com- 
mission. 


C. W. Domback, 82, said to be the 
oldest active life insurance agent in 
Iowa, died at the home of his son in 
Des Moines as the result of a heart at- 
tack. He was with the General Ameri- 
can Life there. He also was the oldest 
33rd degree Scottish Rite Mason in 
Iowa. 


Mrs. A. J. Cawley, wife of the man- 
ager of the John Hancock Mutual Life 
in San Francisco, has returned to her 
home at Burlingame following three 
weeks ina San Francisco hospital where 
she underwent a serious operation. Mr. 
Cawley has been prominent in the San 
Francisco Life Underwriters Association 
for several years, the past year serving 
as chairman of the attendance committee. 


C. H. Bryant, manager of the Tulsa, 
Okla., branch of the C. C. Day agency 
of the Pacific Mutual Life, has been 
elected district governor for eastern 
Oklahoma of the Lions Club. 


Dr. C. T. Brown, medical director 
Prudential, and Dr. §. B. Scholz, medical 
director Penn Mutual, will attend the 
International Congress on Life Assur- 
ance Medicine, meeting in London, July 
23-26. Dr. Brown, vice-president of the 
international organization, will discuss 
“Methods of Estimating Risk.” He will 
preside at a session devoted to the topic, 





——$—, 


Assurance.” Dr. Scholz will speak on 
“Health Service and Life Assurance jy 
the United States of America” in gen. 
eral consideration of the subject July 96, 

L. A. High, Columbus, O., manager 
the Ohio State Life, who was injured in 
an automobile accident near Ottawa, 0, 
is in a hospital at Lima. Although he 
suffered three broken vertebrae, he drove 
25 miles to the office of a physician and 
it was not until the next day, when an 
x-ray was taken, that it was discovered 
that his back was broken. 

W. M. Brucker, vice-president Ameri- 
can Life of Detroit, and former national 
president of the Rainbow Division Vet- 
erans Association, officiated at a cere- 
mony in Navin field, Detroit, at which 
a first division combat service medal was 
presented to Hank Gowdy, veteran coach 
of the Boston Braves. 

Bradford H. Walker, president of the 
Life Insurance Company of Virginia, 
is one of the incorporators of a com- 
pany being organized in Richmond for 
the development of a gold mine near 
that city. 


W. P. Wagner, who has just been ap- 
pointed director of commerce of Ohio, 
has been superintendent of building and 
loan associations of that state. He suc- 
ceeds A. A. Benesch of Cleveland, who 
has been unable to serve since he was 
sworn in last January. The insurance 
department is a division of the depart- 
ment of commerce. 


Col. Ray A. Yenter, former lowa 
commissioner, now practicing law in 
Des Moines, has been named senior 
regimental commander of the 57th cav- 
alry brigade. W. K. Herndon, insur- 
ance attorney, Kansas City, Mo., is the 
new commanding officer of the brigade, 
which includes the 113th Iowa and the 
114th Kansas cavalry. 


Thomas B. Smith, prominent San 
Francisco broker, member of the Insurance 
Brokers Exchange of San Francisco and 
the San Francisco Life Underwriters 
Association, who in his younger years 
was considered a “flash” on the track, 
still retains his interest in athletics and 
is aiding to promote attendance at the 
1936 Olympiad at Berlin. Mr. Smith is 
building a delegation to sail from San 
Francisco May 22, 1936. 


W. S. Gillelan, 60, manager of the 
claim department of the Colonial Life 
of Jersey City, died there after an ill- 
ness of three weeks. He had been with 
the company for 34 years. 


E. C. MacDowell, special agent of 
the Massachusetts Mutual Life in Ro- 
chester, N. Y., will have his ankle 
a cast for some months to come 4 
the result of a fall from a porch ral 
ing to the concrete pavement below. 


M. S. Niehaus, secretary of the Gulf 
Life of Jacksonville, Fla., was made 4 
director of the United States Jumior 
Chamber of Commerce at the recent 
convention in Columbus, O. 


R. M. Malpas, former life company 
executive, at one time president of th¢ 
Reinsurance Life of Des Moines, wh? 
has been living at Los Angeles, has 
purchased a place at Lebanon, Ind. 
where he and Mrs. Malpas will spem 
part of the year. 


Last week President J. J. Cadigan 
of the New World Life was prominent 
in assisting) in the entertainment o%! 
those who were at the insurance com 
missioners meeting in his city of >& 
attle. It is “Cadigan Month” with the 
New World Life. Last week President 


John J. celebrated his 69th birthday, 





“Gastro-Duodenal Ulceration and Life 
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LIFE AGENCY CHANGES 





Woodward Expands Activities 





Detroit General Agency Northwestern 
Mutual Plans Greater Development 
of Outside Territory 





DETROIT, July 18—M. L. Wood- 
ward, general agent Northwestern Mu- 
tual Life, has announced plans for a 
more aggressive development of the out- 
state territory to extend the agency 
personnel through the larger centers of 
central and eastern Michigan. Mr. 
Woodward has appointed R. R. Fuller, 
who has been with his agency for the 
past 12 years, district manager in 
charge of this agency development work 
outside of the city proper. 

Miss Mildred E. Ten Brook, who has 
been secretary to R. E. Olmsted, agency 
manager of Johnston & Clark, general 
agents Mutual Benefit, has been 
appointed agency statistician. Miss Ten 
Brook began her insurance carcer as 
secretary to Clay Hamlin of Buffalo 
and later worked with Louis C. Roth of 
that city, both nationally known pro- 
ducers, before coming to Detroit 15 
years ago as agency secretary for the 
Mutual Benefit and remained with 
Johnston & Clark when that agency 
took over Mutual Benefit representation 
here. 

She has been with Johnston & Clark 
since, except for a few months in 1933 
when she served as agency secretary, 
later returning and becoming secretary 
to Mr. Olmsted when he joined the 
agency last year. Miss Ten Brook is 
secretary-treasurer of the Detroit C. L. 
U. of which Mr. Olmsted is president. 

Following the transfer of W. B. Col- 
lett, for nine years production manager, 
to St. Joseph, Mo., as district manager 
for the Northwestern Mutual, the posi- 
tion of production manager has been 
abolished and the work divided among 


» the members of the staff. . 


| McKay Made Manager for 





Fidelity Mutual in Newark 


James A. McKay, who has been New 
Jersey general agent of the Bankers Na- 
tional Life, with headquarters in New- 
ark, has been made northern New 
Jersey manager for the Fidelity Mutual 
Life with headquarters in the Military 
Park building, Newark. 

Mr. McKay began his life insurance 
career with the Aetna Life at the 100 
William street office, New York City, 





| in 1923, remaining there until 1928, when 


he became general agent of the Bankers 
National with headquarters at the home 
ofice in Jersey City. On May 1, 1934, 
he went to Newark to open an office 
for that company. 





Name Pickerel at Springfield 


E. T. Pickerel has been, named gen- 
eral agent in Springfield, Ill., for the 
General American Life. He started 
in life insurance with the Abraham 
Lincoln Life just after his graduation 
from the University of Illinois in 1926. 
Since 1929 he has been with the Provi- 
dent Mutual Life. 


Peterson Toledo Manager 


Francis Peterson, recently transferred 
tom Red Oak, Ia., to Ottumwa, Ia., as 
Supervisor of the Bankers Life of Des 
_ones, has been appointed manager of 
ts Toledo, O., agency. 


Straus Joins Alliance Life 


Appointment of B. A. Straus as gen- 
‘ral agent in Cincinnati has been an- 
mee’ by the Alliance Life of Peoria. 
wr Straus will have jurisdiction of 25 
oo in southwestern Ohio, south- 
[ ern Indiana and northern Kentucky. 
t. Straus the past three and one-half 





years has traveled for the accident and 

health department of the Western & 

Southern Indemnity. He will also be 

general agent of the Mutual Casualty of 

ae running mate of the Alliance 
ife, 





Volunteer State Names Five 


The Volunteer State Life has ap- 
pointed the following managers: Fred 
J. Stancliff, Houston, Tex.; J. Clyde 
Kelly, Greensboro, N. C.; J. E. Mitch- 
ell, Hamlet, N. C.; W. L. Collins, Lin- 
colnton, N. C., and W. C. Barnes, Ra- 
leigh, N. C. 

Mr. Stancliff, a Rice Institute gradu- 
ate, in life insurance four years, suc- 
ceeds J. M. Minton, who retired as 
general agent to devote his time to per- 
sonal production. Mr. Minton, who is 
past president of the Houston Life 
Underwriter Association, has been in 
the insurance business 25 years. 


Moves Office to Oakland 


The Jefferson Standard Life has re- 
moved its offices in the Clarkson build- 
ing, San Francisco, to 601 Income Se- 
curities Building, Oakland, in charge of 
F. S. J. Hancock, manager for the Bay 
area. Mr. Hancock will develop an 
agency organization in Oakland and will 
also continue to service policyholders in 
San Francisco. The Jefferson Standard 
is not a brokerage company, and the 
strength of the brokerage system in San 
Francisco was one of the reasons for 
the move to Oakland. 


Mickey Back in Kansas City 


James Mickey has returned to Kan- 
sas City as associate general agent of 
the Connecticut Mutual Life with H. S. 
Daily, general agent. He will develop 
new men, produce and help with organ- 
ization work. He was at one time with 
the Connecticut Mutual as general agent 
and later he went to Kansas City as 
general agent of the State Mutual. A 
year or so ago he went to Omaha as 
general agent of the Equitable Life of 
Iowa, but since the first of the year has 
been associate general agent of the 
Aetna Life there. 


Lee Named in Dallas 


R. Frank Lee has been appointed 
general agent at Dallas, covering 14 
counties, by the Guarantee Mutual Life. 
He has been in the business a number 
of years, and formerly was connected 
with the Iowa insurance department. 














Atlantic Life Names Dasher 


R. H. Dasher, who has been operating 
a general insurance agency, has been 
appointed general agent at Tampa, Fla., 
for the Atlantic Life. At one time he 
represented the Sun Life of Canada. 





Brown With Guaranty Life 


J. E. Brown, formerly with the Bank- 
ers Life of Des Moines, has been ap- 
pointed general agent of the Guaranty 
Life of Davenport at Mason City, Ia. 








CHICAGO NEWS 





OHMAN TO DES MOINES 


Eric Ohman, supervisor and broker- 
age manager of the Julius H. Meyer 
general agency of the New England 
Mutual Life.in Chicago, announces that 
on Sept. 1 he is to become connected 
with the Des Moines agency of the New 
England Mutual Life, in which S. C. 
Woodard, formerly of Chicago, was re- 
cently appointed general agent. Mr. 


Meyer announces that a successor to 
Mr. Ohman in Chicago will be ap- 
pointed shortly. 


Mr. Ohman becomes 





director of sales in the Woodard agency. 

The change is being made with cor- 
dial feelings on all sides. Mr. Ohman 
leaves with the best wishes of the 
Meyer organization. He looks forward 
to becoming associated with Mr. Wood- 
ard, because some years ago Mr. Ohman 
and Mr. Woodard were both general 
agents in Chicago for the Home Life of 
New York and were closely associated. 
Mr. Ohman has been connected with the 
Meyer agency two years. Previously 
for three years he was general agent of 
the Home Life and before that for three 

ears was brokerage manager in the 
chem & Dingle agency of the Massa- 
chusetts Mutual Life in Chicago. His 
earlier experience was as a producer. 

* * * 
CARL CRIST WITH SEITZ 

Carl Crist, who was formerly vice- 

president of the Builders Life of Chi- 


cago, is now connected with the W. M. 
Seitz agencv of the Kansas City Life in 








Chicago. Mr. Crist is engaged in bro- 
kerage development. 

* * * 
BRUCHHOLZ MEN LEAD CHICAGO 


Lawrence Kayden with 99 applications 
and Thomas Kociolek with 93 led the 
New York Life’s Chicago field force in 
paid applications in the first six months. 
They are both with the Bruchholz 
agency. 


Guide to the Labyrinth 

The Northwestern National Life, 
through its family economics bureau, 
has published a useful guide to the 
labyrinth of “New Deal” alphabetical 
organizations. It gives the title of the 
various agencies concerned with federal 
relief and recovery, together with the 
name of the chairman, director or 
president or the man in charge, to- 
gether with his address, the date the 
agency was established and a state- 
ment of its purpose. 





Jmportant! 


When a family provider insures 
his life he makes a transaction of 
the utmost importance to him and 


his dependents. 


It involves two of the finest 


of all human emotions— 
AFFECTION and the 
spirit of SACRIFICE. 


The 


salesman who recog- 


nizes this truth and acts 
accordingly by offering 
the utmost in sound ad- 
vice and personal con- 
cern finds an interested 
prospect. 


Home Office - 


Che Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey | 
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@ Serving in the life insurance field through 


wars, epidemics, panics, and depressions since 
1899. 




















to 


A GENERAL AGENCY 


With the Company that reached 70 Millions in 7 years 


In line with its extensive expansion program, the Company, 
about to occupy its new Home Office Building in Montclair, has 
openings for a limited number of men who can qualify for 


A SPECIAL CONTRACT FOR PROSPECTIVE GENERAL AGENTS 


IF—your paid-for production in 1934 exceeded $100,000 
IF—you have some organizing ability 
IF—your future with your present connection is limited 
IF—you live in 
NEW JERSEY 
DELAWARE 
MARYLAND 


WESTERN PENNSYLVANIA 
WESTERN MASSACHUSETTS 
RHODE ISLAND 


Write to 
Wm. J. Sieger, Vice President and Supt. of Agencies 


Bankers National Life Insurance Co. 
Jersey City, New Jersey 





——— 








NAMES ASSOCIATION CHAIRMEN 


President G. B. Dorr of the New 
York City Life Underwriters Associa- 
tion announces committee chairmen: 
Membership: A. V. Youngman, Mutual 
Benefit; admissions, E. J. Allen, John 
Hancock; publicity, Benedict Leerbur- 
ger, Massachusetts Mutual; cooperation 
with women underwriters, Miss Be- 
atrice Jones, Equitable of N. Y.; 
agency speakers, Harry Krueger, North- 
western Mutual; cooperation with C. L. 
U., M. W. Benton, Equitable of N. Y.; 
policyholders’ night, C. W. Smith, Con- 
necticut Mutual; library, E. C. Woolfe, 
Northwestern Mutual; cooperation with 
supervisors, J. V. Davis, Equitable of 

Y.; reception, J. D. Bookstaver, 
Travelers; “Bulletin” advertising, S. S. 
Wolfson, Berkshire; research, H 
Devitt, Equitable of N. Y.; cooperation 
with industrial offices, C. E. Bartlett, 
Metropolitan; law and legislation, J. S. 
Myrick, Mutual of N. Y.; banquet, P. 
R. Garrison, Prudential; two-day sales 
course, T. G. Murrell, Connecticut Gen- 
eral; company relations, H. H. Wilson, 
Equitable of N. Y.; entertainment, M. 
H. Leonard, National of Vermont. 

tok 

IN GENERAL INSURANCE FIELD 


My, L. Lane and F. L. Lane will on 
July 31 relinquish their agency of the 
Connecticut Mutual Life in the Empire 
State building to reenter the general in- 
surance field, writing all lines—life, fire, 
and casualty. Under the new setup the 
firm name will continue to be the Lane 
Agency, for which name a broker’s li- 
cense has been maintained since 1904. 
The Lane brothers, however, will con- 
tinue to represent the Connecticut Mu- 
tual as soliciting agents. It is the in- 
tention of the Lanes ta remain in the 
Empire State building and probably 
they will occupy rooms adjoining the 
Connecticut Mutual space. 

The late Louis Lane was the founder 
of the Lane Agency as a brokerage firm 
many years ago but although there were 
many fire and casualty accounts which 
the family handled, no personal atten- 
tion has heretofore been given by the 
lanes to this end of the business. They 
have devoted their full time to life in- 
surance, which has been and still is 
their major interest. 

In the business 13 years, Frank Lane 
has been a close business associate of 
Mervin (who started 20 years ago) and 
for years both were under the guidance 
of their father, Louis. Associated with 
them in the Lane agency will be Mrs. 
Marie L. Valentine, their sister, who 
for some years has been a consistent 
producer of life insurance, and A. 
Weisbard, who has been with the Lanes 
more than five years. As _ heretofore, 


_AS SEEN FROM NEW YORK 


By R. B. 
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| In $2,000,000 Drive 








MORRIS J. 


FRIEDMAN 


At the suggestion of several clients 
who have offered active cooperation, 
Morris J. Friedman, New York City 
million-dollar producer, is laying plans 
to pay for $2,000,000 in his 25th year in 
the business, which begins this fall, 
During the first months of his campaign 
Mr. Friedman will see his clientele not 
to sell them but to get names of new 
prospects. In the latter months of his 
drive he will concentrate on the insur 
ance needs of his present policyholders. 

The keen interest which Mr. Fried- 
man’s clients are taking in the campaign 
is attested by the fact that one center 0 
influence has promised to facilitate the 
writing of at least $100,000 of new bus 
ness. 

An agent of the Equitable Life of New 
York since 1926, Mr. Friedman has been 
a production club member every yeat 
In the 1934-35 club year he paid for 
$771,537 in the Equitable and surplus 
business in other companies brought his 
total for the period over the $1,000,000 
mark. He specializes in working owt 
retirement plans and agreements for dis 
tribution of life insurance proceeds. 








the agency will rely almost entirely on 
direct mail methods for obtaining new 
accounts, a procedure which they have 
found profitable. They will continue 0 
use the comprehensive direct mail sys 
tem of the Connecticut Mutual to fur 
their their life business. 








Uses Corporate Checks for 
Premium; No Return Allowed 





ALBANY, July 18—The Equitable 
Life of New York won a victory in the 
court of appeals and will not have to 
return $3,854 paid by the corporation 
checks of Shongood, Hart Company, as 
premiums upon life insurance issued to 
Abraham Hart, president of the com- 
pany, with Mrs. Hart as_ beneficiary. 
Joseph Reif, as trustee in bankruptcy, 
had sued for a return of the premiums 
paid for the benefit of creditors of the 
Shongood, Hart Company. 

Hart, as president of the company, 
had paid his private debts, by use of 
corporate funds, but each check so 
drawn had been charged on, the books 
of the company to the personal account 
of Hart. When the company went into 
bankruptcy the total of these checks 
amounted to $52,087.30. 

Twenty-two corporate checks were 
accepted by the Equitable as payee. 








gregate of all was $3,854. This corpo 
rate drawer had an authorized capita 
of 450 shares of no par value an 
preferred shares each of the par vail! 
of $100. These checks were delivere 
at intervals over a period of five. Li 
and all were collected without object? 
by anyone. The corporate drawer hd 
mained a going concern during - 
time. Every fact that reasonable 1 
quiry could have made known wor 
have countenanced an honest belief t : 
the checks were issued without abus 
of authority. a the 

“The rule of responsibility of y 
payee of corporate paper is strict a 
sometimes harsh and is not to be o 
tended,” the court observed. “We ~ 
that rule should not be stretched oo 
to apply it to the facts of this - 
upon the basis of the figurative expr i 
sion that the capital of a corporation 
held in trust for its creditors. 

eta eaten 

A new district office has been opened 
by the Protective Life at Hickory, ag 
in charge of J. F. Cowling, formerly 





Each was for less than $300. The ag- 


trict manager at Asheville, N. C. 
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NEWS OF THE COMPANIES 
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Continue Detroit Life Case 





Proposal Substituted by Service Life of 
Omaha at Suplemental Hearing 
in Lansing 





LANSING, MICH., July 18—With 
the return to Lansing of Commissioner 
J. C. Ketcham, receiver for the Detroit 
Life, a supplemental hearing was ac- 
corded wouldbe reinsurers in circuit 
court here Tuesday. The hearing was 
adjourned until later in the week, when 
it is possible that some decision may be 
reached as to disposition of the com- 
pany’s assets. 

John Carver, president Service Life 
of Omaha, which did not submit a pro- 
posal prior to the original deadline fixed 
by the court, was allowed to appear and 
explain its reinsurance plan. W. P. 
Coler, actuary American Central Life, 
appeared to offer supplemental informa- 
tion on its proposal, already under ad- 
visement with five other earlier pro- 
posals. 

The Service Life’s proposal follows 
rather closely the mutualization plan 
submitted by J. M. Crume of Detroit. 
There would, of course, be no mutual- 


| ization and there would be no necessity, 


for setting up a surplus as under the 
Crume plan. The proposal would call 
for splitting up present policies, how- 
ever, issuing a new policy for 40 per- 
cent of the face amount of the old con- 
tract at the original age rate. With the 
remaining 60 percent of the premium as 


| much insurance would be purchased as 


possible at the rate for the attained age. 


Hamilton National Bought 
By the Occidental Life, Cal. 


The Hamilton National Life of Los 
Angeles has been reinsured by the Oc- 
cidental Life of California, a subsidiary 
of the Transamerica Corporation. The 
Hamilton National had $3,004,810 life 
insurance in force at the end of 1934 
and paid for $1,435,414 new business 
lat year. It had admitted assets of 
$468,039. The Occidental Life had 
$183,821,312 insurance in force at the 
end of last year. 

The Hamilton National business will 
be serviced from the Occidental Life 
office at 756 South Spring street. 
Spencer Thorpe, president of the Ham- 
ilton National, reports that immediate 
steps will be taken to dissolve the com- 
pany and ta liquidate its assets. 


Makes Bid for Federal Union 


CINCINNATI, July 18—H. E. Mau, 
Cincinnati attorney for the Life Insur- 
ance Company of America, formerly 
American Insurance Union, Inc., of To- 
lumbus, O., has filed a proposal with 
the United States district court to pur- 
chase the Federal Union Lite of Cin- 
Cinnati. Judge Nevin, with whom the 
Proposal was filed, wili hear the terms 
and act upon the petition for a re- 
celver for the company, if he decides 
he has jurisdiction to hear the case 
July 29, 
The management proposition pro- 
vides for a tentative 50 percent lien 
until there is an appraisal of assets by 
‘Wo appraisers one appointed by the 
‘ourt, and the other by the reinsurer. 
lens bear interest at 434 percent until 
Pin 31, 1955. If not discharged on 
nae date, interest is to be the same 
ate as that used by the insurance de- 
Partment in calculating reserves. 
in he reinsurer will not share in earn- 
iy hee Dec. 31, 1955 unless the lien 
a ischarged. The account is to be 
— as Federal Union fund. Five 
pier moratorium on policy loans and 
s Surtrends is provided. 
reinsurer agrees to purchase 
om the Federal Union sufficient assets 
ischarge RFC obligations within 90 














days. Allowable administration expense 
is to be $2 per $1,000 insurance in force 
except for group, paid up, and extended 
insurance which is $1 and industrial $4 
per $1,000. 

The Federal Union now has about 
$20,000,000 in force. 





Reinstate Liquidator’s Attorney 


LINCOLN, NEB., July 18—The Ne- 
braska department has been ordered by 
the supreme court to reinstate M. L. 
Donovan of Omaha as attorney for Fred 
E. Mockett, liquidating agent of the Na- 
tional Old Line Life of Lincoln, dis- 
placing S. F. Mutz of Lincoln. Mr. 
Donovan claimed he had been removed 
for political reasons by the governor, 
and the latter said it was because he 
had been attorney for claimants against 
the company. 


Joins Central Life of Illinois 


A. J. Jackson, who for some time 
has been manager of the real estate and 
mortgage division of the liquidation bu- 
reau of the Illinois insurance depart- 
ment, has resigned to join the Central 
Life of Illinois in the investment de- 
partment. Formerly for five years he 
Mag connected with Albert E. Pearce 

oO. 


Now Occupying New Building 

The Bankers National Life is now 
domiciled in its new office building in 
Montclair, N. J., formerly the Elks 
clubhouse, which is located in the busi- 
ness center of the town. On the first 
floor are large private offices and a 
large office for the clerical workers. In 
the front of the second floor are also a 
number of private offices, with a work- 
shop in the rear. On the third floor 
are President R. E. Lounsbury’s suite, 
the directors’ room and a soundproof 
room housing the Hollerith machines. 
The basement will be devoted to stor- 
age of files, supply room and the photo- 
stat department. 


Losses Are Reported 


DENVER, July 18—The American 
Life of Denver, during the year it was 
controlled by C. W. Helser, F. A. 
Heath, E. W. Larson and N. J. O’Han- 
lon, all of whom have been convicted of 
looting the firm of $100,000, suffered 
Icsses totaling $390,280, according to an 
accountant’s report. This is a part of 
the preliminary report filed by Tempor- 
ary Receiver Wilbur Newton and is a 
revision of the reported loss made pub- 
lic last week. 

The summation of the status of the 
company as of April 10, 1935, shows in- 
surance in force $14,429,255; assets, $2,- 
222,980; net reserves, $2,321,125; impair- 
ment of capital and surplus, $98,144. 

A hearing on the report of the tem- 
porary receiver will be held in the fed- 
eral court July 22 at which time the 
disposition of the business will probably 
be decided. 


Reinhardt Named Assistant 


John F. Reinhardt has been made as- 
sistant superintendent of agents of the 
Capitol Life of Denver. Frank An- 
tonelli is superintendent. 


Licensed in Mississippi 
Mississippi license has been issved to 
the Guaranty Income Life of Louisiana. 
R. B. Garmire, formerly of Lincoln, 
Nebr., has been appointed agency di- 


rector for Mississippi, to be located at 
Jackson. 


New Capital to Be $508,200 
If stockholders of the Pacific Mutual 
Life ratify on July 24 the proposal to 
reduce capital by $4,573,800, the com- 
pany will then have $508,200 capital. 
instead of $5,082,000 as at present. The 
present par value of the stock is $10 




















and it is proposed to reduce this to $1. 

In a notice to stockholders, President 
G. I. Cochran states the additional sur- 
plus will be available to strengthen cer- 
tain reserves if and when necessary. 
The stated capital after reduction, will 
be more than sufficient to meet the re- 
quirements of the law, he points out. 

Undoubtedly referring to the non- 
cancellable accident and health business, 
Mr. Cochran states: “The purpose of 
your board of directors in recommend- 
ing the creation of additional surplus 
is to amplify means to cover losses in a 
portion of the old business of the com- 
pany which will probably prove unprofit- 
able. Contracts of this character have 
been withdrawn from sale. 

Builders Life Examined 

In an examination report of the 
Builders Life of Chicago by the Illinois 
insurance department, assets are found 
to be $206,488, capital $100,000 and net 
surplus $4,115. 

In 1934 the Builders Life undertook 
to improve its condition by reducing 
policy reserves on certain contracts 
through exchanging certain policies 
that had been in force for several years 
for new “founders’ policy” contracts. 
Upon completion of the exchange the 
new policy was predated! one year and 
no charge made for the first year’s pre- 





mium, the insured’s equity being paid 
with stock of the Builders Life rather 
than cash. The stock so distributed 
was acquired from the Builders Under- 
writers Agency and total reserves re- 
leased by these exchanges amounted to 
$7,782. The examiners state that this 
practice has now been discontinued. 

The company has in the past encoun- 
tered difficulties due to the type of in- 
vestment held and unfavorable experi- 
ence from its connection with the for- 
mer agency company known as the Na- 
tional Builders’) Agency, the contract 
with which was canceled in 1933. 

In an attempt to rehabilitate the com- 
pany, the Builders Underwriters 
Agency was organized. The Builders 
Underwriters Agency conducts a gen- 
eral insurance brokerage business and 
deals in discounted mortgages. Some 
of these mortgages have been contrib- 
uted to the insurance company. In 
1934 total income was $92,982, total dis- 
bursements $58,222. The company had 
insurance in force $1,856,508. 


Canadian Office Established 


The Occidental Life of California 
has established a Canadian head office 
at London, Ont., in the Bank of Com- 
merce building with J. W. Miller as 
general manager and George C. Ste- 
venson as assistant. 
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Moines, September 16-20. 
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INFORMATION 


INSPIRATION 


A GOOD TIME 


The N. A. L. U. Convention in Des Moines 
September 16-20, will be an Agents’ Convention, and 


offers you information plus inspiration plus a good 


JAMES E. RUTHERFORD 
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A MUTUAL LIFE INSURANCE COMPANY IN ITS 57TH YEAR 
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BEHIND 
THE 


WIk2, TOYWON 
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RELIANCE LIFE 


BUSINESS-GETTING 


PLANS 


... Provided for 
Reliance Agents 


HERE is not space 
enough here even to 
list the business-getting 
plans placed in the hands 
of Reliance salesmen. 


There go out to them 
suggestions, ideas, dem- 
onstrations, in a never- 
ending flowof sales helps. 
Here are four which have 
proven their effective- 


- The Reliance Lead Service, 
a plan of pre-approach 
illustrated 4-page letters, 
smoothing the way for the 
interview. 


- A complete policy analy- 
sis plan by which the 
exact status of the pros- 
pect’s insurance estate 
can be determined and 
recommendations made 


Reliance policy briefs 
which help the salesman 
to set forth the advan- 
tages of any particular 
policy by filling in a pre- 
pared form. 


- The Reliance’s system of 
organized presentations 
which enable the sales- 
manto build up theproper 
sales talk around those 
facts as they are brought 


Behind the Reliance agent’s 
will to win is a wealth of 
field-tested sales ammuni- 
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Applecart Upset 
at Seattle Meet 


(CONTINUED FROM PAGE 1) 


powerful states did not raise a hand to 
squelch the concerns in their own states 
when complaint was made. It was 
stated that although protests came thick 
and fast nothing was done. Therefore, 
it seemed desirable to put into office 
those that would use the big stick and 
get results. 

Evidently Colonel Boney saw how 
the wind was blowing and withdrew as 
a presidential candidate. W. A. Sul- 
livan of Washington and Ernest Palmer 
of Illinois were nominated. The friends 
of Boney undoubtedly believed that 
with him out of the way Palmer would 
have a good chance. The vote, how- 
ever, was 19 for Sullivan and 14 for 
Palmer. 





Conservatives Were Hamstrung 


When the result was announced the 
so-called conservatives or old guard saw 
they were hamstrung and their fight 
was gone. Hence, there was no oppo- 
sition to the other candidates for the 
chiet offices. The conservatives un- 
doubtedly gained a point in electing 
Pink of New York as executive com- 
mittee chairman. Carpenter of Cali- 
fornia led in the vote for executive com- 
mitteeman, he polling 30 votes. The de- 
feated candidates for executive commit- 
tee were Cochrane, Colorado, O’ Malley 
of Missouri and Yetka of Minnesota. At 
the close of the balloting President 
Boney introduced Commissioner Sul- 
livan, who expressed appreciation for 
the election. Mr. Gough was nom- 
inated for executive committee chair- 
man but declined to run. 


Want to Curb Louisiana 


The committee on examinations had 
before it the activity of the Louisiana 
department in making numerous ex- 
aminations most of which seemed un- 
necessary and failing to recognize the 
convention mechanics for making ex- 
aminations. The convention as a whole 
approved the report and authorized a 
committee of five to take up the matter 
with Louisiana in the hope of having 
its activities curbed. The committee 
consists of Read of Oklahcma, chair- 
man; Johnson, Mississippi; Daniel, 
Texas; Gentry, Arkansas, and Julian, 
Alabama. 


Swung to the Right 


The National Convention of Insur- 
ance Commissioners as a body evidently 
is veering to the right so far as passing 
on increasing federal control and regu- 
lation is concerned. This sentiment 
came out especially in the hearings be- 
fore the committee on interstate liquida- 
tions and unauthorized insurance. In 
case of the former, a committee from 
the insurance section of the American 
Bar Association consisting of Vice- 
president Lamar Hill of the America 
Fore fire group; Attorney F. E. Spain 
of the Liberty National Life of Bir- 
mingham and Counsel R. E. Hall, 
Aetna Life, took before the commis- 
sioners a suggestion from the section 
that an attempt be made to have Con- 
gress enact legislation that would deal 
with insurance failures in order to bring 
about immediate action, avoid waste and 
prevent ancillary receivers. The bar as- 
sociation committee did not favor the 
action, fearing that this merely invited 
further federal intervention. The com- 
mittee was asked to deal witl: the in- 
surance commissioners on the subject. 

At the hearing both commissioners 
and company men shied at a federal pe- 
tition, favoring state laws that would 
bring about uniformity and attempt to 
accomplish what was intended through 
federal machinery. The report of the 
committee presented by Superintendent 
Pink of New York attacked the subject 
strictly on state lines. © 

The first pronounced expression of of- 
ficial opinion as to the danger of calling 
on the federal government for aid came 
at the committee hearing on interstate 





liquidations. Pink of New York pre- 
sided and espoused the Van Schaick 
proposal of requiring insurance receiver- 
ships to be brought in a federal court, 
calling for an amendment to the federal 
bankruptcy act to bring this about, only 
by the home commissioner or two or 
three commissioners, the home commis- 
sioner to be the official liquidator. No 
one else could bring such a suit. Thus 
waste in receiverships wouid be avoided 
and complications over ancillary receiv- 
erships eliminated. Mr. Pink and Dep- 
uty Rollin Clark of New York spoke in 
favor of the project. 

Allen May, vice-president General 
American Life, presented the legal 
phases in behalf of the bar association 
committee and Lamar Hill outlined the 
political and governmental situation. 
Ernest Palmer of Illinois at the close of 
the hearing pointed out the peril of run- 
ning to the federal government for all 
sorts of help. He stated it will even- 
tuate in federal control of insurance and 
he deplored that end. His forceful 
arguments carried the house and it was 
agreed that the states themselves 
should adopt legislation of a uniform 
character that would bring the desired 
goal sought in the Van Schaick resolu- 
tion. 


Committee on Unauthorized Insurance 


At the meeting of the committee on 
unauthorized insurance and in its report 
the sentiment prevailed that the states 
should work out a program for dealing 
with unlicensed companies and that the 
Hobbs bill and other Congressional 
measures dealing with the use of the 
mails should be opposed. A number of 
commissioners originally favored the 
Hobbs or similar bills but announced 
they had changed their minds. There 
was obviously increasing fear of any 
form of federal intervention leading to 
ultimate national supervision. The whole 
purpose is now to keep away from 
Washington. 


Ernest Palmer Got a Hand 


Mortensen of Wisconsin in his paper 
on state insurance advocated that plan 
for public property and also praised the 
state life plan of Wisconsin. He con- 
tended that it is a proper function of the 
state to establish its own funds if the 
insurance can be’ furnished more 
cheaply and satisfactorily. 

Palmer of Illinois boldly announced 
he belonged to that school of political 
philosophy which believes the state 
should not engage in any private busi- 
ness unless private capital and enter- 
prise are not willing or are not capable 
of meeting the demand. He urged as 
little governmental regulation as pas- 
sible. Rate regulation he declared is 
coming in all states and that he averred 
is logical. Practical common sense 
should be employed in these issues. 
Business, he contended, should not be 
hampered by useless rules and restric- 
tions. In the Illinois code there was 
no mention of state funds. 


Valuation Report Adopted 


Pink of New York brought up for 
consideration the third time on Friday 
the report of the valuation committee 
and asked that it be adopted. Before 


‘the motion was put, President Boney 


read two telegrams of protest against 
the recommendation on municipal 
bends, one by J. C. Karel, of Milwaukee, 
president National Fraternal Congress, 
and the other by E. J. Moore, secretary 
of the A. O. U. W. of North Dakota. 

Holmes of Montana read the report 
of the resolutions committee, bringing 
in a string of thanks to many people 
and as he left the platform. he said, 
“Thank heaven that is all.” Memorials 
on the death of Commissioner Riley 
of Mississippi and former Commissioner 
Caldwell of Tennessee were presented 
by Mr. Holmes. 

J. B. Easley of Washington. D. C.. 
assistant director of mortg>~- loans of 
the Federal Housing Administration, 
was given the floor at one session to 
explain its plan and the effect of mort- 
gage insurance. He said the collapse of 
mortgage lending followed the depres- 
sion. Federal agencies were put into 


play to relieve the pressure. The FH, 
has sought to correct the flaws in mor. 
gage lending. He said heretofore mor. 
gages ran for a short term, and they 
were no helpful means used toward a 
ultimate extinguishment of the debt 
The mortgage was simply renewed. The 
present plan is to arrange for long tery 
amortization loans with monthly pay. 
ments. 

Secondary financing, he said, consti. 
tuted the weakest part of the old pro. 
cedure. A loan would be made not ty 
exceed 50 or 60 percent of the value anj 
then second or third mortgages woulj 
be purchased. This increased the carry. 
ing charges greatly. The FHA loan 
up to 80 percent but allows no further 
liens on the property. 


Accurate Appraisal Program 


Under the old plan, the speaker ¢e. 
clared, there was lack of system in a. 
riving at sound appraisals. The FHA 
has adopted a very accurate program 
in this regard. 

The FHA, he averred, considers the 
capacity and ability of the borrower to 
pay. His credit and financial strength 
are measured. 

The interest rate in the past, he held, 
was too high and placed too great a 
burden on the borrower. The FHA 
fixes a maximum rate of 5 percent, plus 
a ¥% percent service charge and % per. 














STILL GETTING 
RESULTS! 


Life insurance salesmen have no 
hesitancy in spending money for 
advertising and sales-building me- 
terial when its result-getting quali- 
ties have been proved. 


That's why Pan-American field- 
men spend thousands of dollars 
yearly for their company's Home 
Office prospecting service, the 
Interview Plan. 


For years they have averaged 
from $13.00 to $14.00 in commis- 
sions for every dollar of fees in- 
volved in their use of this service, 
which has been developed to high 
efficiency over a _ twelve-year 
period of wide general use in the 


field. 


For Agency information address 


THEODORE M. SIMMONS 


Manager United States Agencies. 





PAN-AMERICAN 
LIFE INSURANCE 
COMPANY 


NEW ORLEANS U.S.A. 
CRAWFORD H.ELLIS, President 
EDW.G.SIMMONS, Vice Pres.&Gen.Mgr 
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cent for mortgage insurance. The tend- 
ency of interest rates, he contended, is 
definitely downward. 

He said loaning institutions had been 
too severe On mortgagors. Under the 
FHA regime if there is any equity left 
after foreclosure, it goes to the bor- 
rower. 

Mr. Easley feels the FHA has stab- 
jlized mortgage lending. He asserted 
that the debentures that can be pur- 
chased by insurance companies on FHA 
guaranties, even if they yield but 3 or 
3% percent, are sound and secure. 

Superintendent Pink of New York, 
chairman of the valuation committee, 
first presented the report Tuesday. 
motion prevailed to furnish mimeo- 
graphed copies for the perusal of com- 
missioners and hence action was de- 
ferred until Wednesday. At the close of 
the session, Mr. Pink brought up the 
report again, explaining that the com- 
mittee felt the market value of munici- 


pals not in default was too high and 
hence a mean had been struck between 
market and former convention values. 
As for those in default he said Stand- 
ard Statistics could be relied on to fur- 
nish satisfactory figures. It was near- 
ing 12:45 p. m. and many commis- 
sioners had left for the golf tournament 
or other high places. Carpenter of Cali- 
fornia called attention to the exodus 
and prevailed on the body to postpone 
action until Friday. 


Romance of the Industry 


Commissioner Tobin of Tennessee, in 
discussing the paper of Commissioner 
Sullivan of Washington on “Western 
Insurance,” dwelt on the romance of the 
industry in the far west and called at- 
tention to the fact that it was because 
of the hazards of the far away Pacific 
that led to the origination of marine 
insurance in England. 











—_—_ 


GENERAL AGENCY NEWS 





Schoch Observes Anniversary 





Outing Marks Aetna’s General Agent’s 
Fifth Year in Detroit, Company’s 
85th in Michigan 





H. K. Schoch, general agent Aetna 
Life, Detroit, was host to 150 agents, 
ofice employes and their families at an 
outing celebrating Mr. Schoch’s fifth 
anniversary as general agent in Detroit 
and the 85th anniversary, of the com- 
pany’s entering Michigan.” In his. five 
years in Detroit Mr. Schoch has brought 
the agency from 13th to second place 
among Aetna agencies. The first half of 
the year the agency paid for as much 
volume of new premiums as in all of 
1934, after having done exactly the same 
thing last year. i 5 

Mr. Schoch gave out prizes won in 
the May-June contest with the Philadel- 
phia general agency in which the Schoch 
agency was victor. L, B. Abbott, Dear- 
born, was first in the contest for beating 
his quota and heading the leaders’ club. 





Pushes Development on Coast 


SAN FRANCISCO, July 18.—George 
A. Martin, who recently. came to the 
Pacific Coast as general agent of the 
Oregon Mutual Life, is bringing new 
agency building ideas to life insurance 
in this territory, utilizing some of the 
original plans through which he built up 
some of the largest producing agencies 
for the Travelers in Ohio and later in 
New York City and which also proved 
so successful in the development of the 
agency plant of the Continental Ameri- 
can of which he was first vice-president 
at the time of his resignation. Mr. Mar- 
tin was one of the pioneers in developing 
the salary savings or payroll deduction 
Plan, in one year securing more than 
$25,000,000 of this business in New 
York through the Travelers agents and 
brokers, 

Following resignation from the Conti- 
nental American, Mr. Martin spent sev- 
eral months on the Pacific Coast before 
joning the Oregon Mutual Life and 
locating in San Francisco in charge of 
northern California for that company. 





F. C. Whatley Is Host 


F. Crook Whatley, general agent 
Aetna Life, San Francisco, was host to 
his entire staff, agents and guests, at an 
Outing at the Castlewood Country Club. 
More than 100 were in attendance, enjoy- 
ing golf, swimming, horseback riding 
and bridge in the afternoon. In the 
€vening an informal dinner was held. 


Grand Rapids Rally 


che mid-year agency meeting of the 
tand Rapids agency of the Mutual 
enefit Life was attended by 60 from 


Lansing, Flint, Saginaw, Bay City, Ben- 
ton Harbor, Muskegon, and Traverse 
City. Guests of honor were John W. 
Brown, general agent of Louisville, A. 
S. Ingersoll, assistant general agent, and 
Harold White of Chicago; Wallace 
King, Lima, O., Charles Hodgman and 
Albert Steler, and Mrs. Rosenblatt of 
Detroit. Among other speakers, James 
Hooper, trust officer of the Grand Rap- 
ids Trust Company, gave a talk on 
wills. 


Officials at Newark, O., Meet 


Dr. C. E. Schilling, vice-president and 
medical director, and W. V. Woollen, 
superintendent of agencies, were the 
principal speakers at a meeting of the 
Newark, O., agency Monday. General 
Agent C. S. Schilling presided. Agents 
from a large section of southeastern 
Ohio were in attendance. 





Manager Kane Surprised 
The Beacon ordinary agency of the 
Prudential in Boston celebrated its first 
anniversary as a direct branch of the or- 
dinary department. Manager M. © 
Kane was surprised by his agents with 
a basket of flowers, book ends and 24 
applications for $185,000 business. The 
agency is expanding and has opened a 
new.-branch in the Mutual building in 
Worcester operated by Butter & Sha- 
piro. New business for the year to date | 
is about equal to the entire business for 
last year. 





Cincinnati Agency Does Well 


The Cincinnati ordinary agency of the 
Prudential under W. S. Fuller, manager, 
fared well in the company’s Chace month 
campaign, ranking tenth in paid business 
and qualifying four men among the 50 
leading producers. C. J. Heldman was 
second; Theo Heck, 15th; C. H. Hooker, 
29th, and W. R. Smith, 38th. 





Exceeds Quota by 277 Percent 


At a luncheon meeting of the St. 
Louis agency of the Provident Mutual 
Life Manager J. A. Parker announced 
that St. Louis ranked second in new 
business for the compay during June, 
exceeding its quota by 277 percent. 


INDUSTRIAL 


Industrial Leaders Attend 
Convention of Pilot Life 














Upward of 116 high producers of the 
industrial division of the Pilot Life, in- 
cluding| a number of company officials, 
participated July 16-18 in a convention 
at Old Point Comfort, Va. Business 
sessions with W. B. Clement, superin- 
tendent, as chairman, occupied Tues- 





alamazoo, Battle Creek, Jackson, 





day 





speakers being E. E. Holloway, Jr., 
manager Norfolk district, in an address 
of welcome; President Emry C. Green, 
Dr. H. F. Starr, vice-president and 
medical director; A. W. McAlister, 
chairman of the board; C. A. Outen, 
assistant superintendent; J. M. Wad- 
dell, agency manager ordinary division, 
and C. W. Gold, Jr., supervisor. After 
a boat trip from Norfolk to Washing- 
ton, ,D, .C., the convention members en- 
tertained themselves with sightseeing 
trips about the capital before returning 
home. 

S. F. Cook of Chester, S. C., won 
the honor as president of the Conven- 
tion club, and W. H. Deaton, Kannap- 
olis, N. C., as vice-president. 


CONVENTIONS 


Sale, Gibbons Head Clubs 


F, F. Sale, St. Louis, was installed 
as head of the President’s Club of the 
General American Life at the conven- 
tion of the production clubs of that 
company at Evergreen, Colo. J. F. 
Halley, St. Louis, is first vice-president; 
Fred Dumas, Fort Worth, second vice- 
president. 











| ae é Gibbons is president of the | 








Leadership club, C. J. Cook, first vice- 
president, and A. B. Cook, second vice- 
president. 


Equitable Men Gather 

About 175 Equitable Life of New 
York agents held a convention at Ashe- 
ville, N. C, going fram the H. J. 
Powell general agency, covering Ken- 
tucky and southern Ohio and Indiana, 
and the B. J. Harropp agency of cen- 
tral and eastern Tennessee. 


Peoples Life Convention 
The annual agency convention of the 
People’s Life of Frankfort, Ind., is to 
be held at Lake Wawasee, Ind., Sept. 
5-6. 





To Hold Agency School 


The Guarantee Mutual Life of Omaha 
will conduct a week’s agency building 
school starting July 22, A. B. Olson, 
superintendent of agents announced. 
Twenty agents from the central terri- 
tory will participate in the school. 


George A. Dickey, for 30 years New 
Hampshire state agent of the Provident 
Mutual Life at Manchester, N. H. 
died of cerebral hemorrhage, aged 78. 
He was born in Derry, N. H. and grad- 
uated from Dartmouth in 1880. 














¢- Performance - 


VER $100,000,000 has been paid 
to policyholders and their bene. 


ficiaries by The State Life Insurance 
Company of Indiana, from date of or- 
ganization, September 5, 1894. In 1934 
payments to policyholders and bene- 
ficiaries totaled over $7,300,000. Forty 
years of dependable performance indi- 


cates the strength, security and prog- 








ress of this time-tried, purely mutual 


company. 
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Insurance Lawyers 
Hold Meet in West 


(CONTINUED FROM PAGE 2) 


of the Metropolitan Life, warned 
against slipshod social security legisla- 
tion. The disasters which may issue 
from badly conceived and_ hurriedly 
drawn legislation can be pre-eminently 
tragic, he said. 

Urges Special Committee 


Mr. Olzendam made three construc- 
tive suggestions: State legislation 
should specify only the rate of contrib- 
ution to be charged and the conditions 
to be fulfilled before benefits can. be 
paid two years after contributions have 
schemes. The amount of benefit to be 
paid two years after contributions have 
started should not be specified because 
no one really knows how much benefit 
can be provided for a given rate of con- 
tribution in any state. 

The law should provide that during 
the initial two-year period complete 
records on unemployment, employment, 
hours and wages be kept. 

An unemployment advisory commis- 
sion consisting of a lawyer, actuary, 
employer and employe should be cre- 


ated. At the end of a two-year period 
the commission should report to the 
legislature what benefits can be paid 
with reasonable safety from the funds 
collected. Thereafter the commission 
should keep the unemployment plan 
under constant review. It should have 
full power to recommend increases or 
decreases in the amounts of contribu- 
tion and benefit as well as alterations in 
the conditions for benefit and in dura- 
tion of benefit. 


Life Committee Reports 


T. B. Gay, chairman committee on 
life insurance law, reported briefly on 
the proposed uniform law that efforts 
are being made to secure cooperation 
of the National Association of Com- 
missioners on Uniform State Laws in 
procuring the desired legislation. This 
committee also, he stated, is active in 
consideration of the federal judgment 
act in its relation to life insurance con- 
tracts. Certain changes in the stand- 
ard incontestable clause seem desirable, 
the committee said. The phrase “from 
the date borne by this policy” may 
cause confusion and uncertainty as to 
the date from which the contestable pe- 
riod runs where the actual effective date 
of the policy is uncertain. Tangible re- 
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Something For Nothing! 
Southland Life Agents really get it 


Yes .. . they get the ready, expert sales assistance of 


important, the Home Office pays the manager. Our agents 
keep all of their commissions! 


District territories are small enough that Southland 
Life agents receive such selling assistance frequently. 


you make money, write to First Vice-President 
Clarence E. Linz, or to Vice-President and Agency 
Manager, Col. Wm. E. Talbot. 
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IN FLORIDA 
Gulf Life leads the parade—over $27,500,000 
new paid for business in 1934 


If interested in a connection address 


LOPER B. LOWRY, General Agent 
Gulf Life Insurance Co., Miami or Tampa 
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Make the LENOX your host when in Buffalo and you'll make a 
resolution to come back again. Large, light and airy rooms. 
Memorable meals. Quiet and convenient location. Single, 
$1.50—$3.00. Double, $2.50—$5.00. Suites, $5.00 and 
up. We promise you more than your money's worth. 
Folder upon request. 
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acter may come from the plan under 
consideration for cooperation between 
the section committee and a conimittee 
of the National Association of Life Un- 
derwriters on cooperation with attor- 
neys, the report stated. 

L. O. Hocker of St. Louis, gave an 
address on “Federal Declaratory Judg- 
ment Act in Its Application to Life In- 
surance,” which he stated was decidedly 
in embryo so far as the courts of this 
country are concerned, there being no 
judicial interpretation of the federal 
statute, which differs materially from 
many if not most of the state statutes. 

The annual dinner was held Monday 
with a large attendance of members and 
guests. President Haymond was toast- 












master and Roderic Olzendam, research 
director Metropolitan Life, delivered an 
interesting address on economic secur- 
ity legislation. Joe G. Sweet, San Fran- 
cisco claims attorney for the companies 
discussed motion pictures as a fraud de- 
tector, illustrating with pictures. G. J. 
Patterson, Jacksonville, gave a talk in 
humorous vein. 

No sessions of the section were held 
Tuesday. An interesting program was 
held Wednesday. Delegates enjoyed an 
elaborate entertainment program. 


A party of about 75 commissioners 
and camp followers was entertained in 
San Francisco Tuesday by the Fireman’s 
Fund with a boat ride, sightseeing trip 
and lunch, 
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Indiana Officers Reelected 


Annual Outing and Business Meeting 
Held at President H. L. Roger’s 
Summer Home 





All officers were reelected at the an- 
nual meeting of the Indiana Life 
Underwriters Association includ- 





H. L. ROGERS 


ing: President, H. L. Rogers, Indian- 
apolis manager Equitable Life of New 
York; vice-president, Herbert Luckey, 
Indianapolis general agent Life of Vir- 
ginia, and secretary-treasurer, F. P. 
Huston, R. & R. Service, Indianapolis. 
The gathering was held at the summer 
home of President Rogers on Lake 
Maxinkuckee. The all-day outing was 
followed by a business meeting after 
dinner. The officers reported their ac- 
complishments for the past year and 
pointed out opportunities for ‘urther 
service. Action to stimulate attendance 
of Hoosiers at the National association 
meeting in Des Moines was taken. 
Seven local associations were repre- 
sented. 
eat 

Missouri—President George Hackmann 
of Jefferson City conferred in St. Louis 
with state, national and local officers on 
plans for the year’s activities. Attend- 
ing, in addition to Mr. Hackmann, were 
A. E. Miller, president, and E. A. Pickel, 
secretary St. Louis association; J. G. 
Callahan, secretary the National asso- 
ciation; C. O. Fischer, National associa- 
tion trustee and a past president of 
both the Missouri and Illinois state as- 
sociations, and Arnold Roth of Cape 


Girardeau, secretary Missouri associa- 
tion. 
* * * 
Springfield, Mass.—R. C. Laub, Mon- 


arch Life, was elected president at the 
annual meeting. Other officers elected 
were: Vice-president, C. S. Merriam, 
Connecticut General; secretary, C. W. 
Tilton, Aetna Life; treasurer, Kenneth 
Perry, Massachusetts Mutual. Roderick 
Pirnie, Berkshire Life, was made na- 


tional committeeman. 
* * x 
Salinas, Cal.—L. W. Thompson, mana- 
ger Franklin Life, 


Salinas, is leading 








a movement to organize a local asso- 
ciation. Details of organization were 
discussed at a dinner meeting, at which 
time Frank W. Bland, Pacific Coast bus- 
iness manager of The National Under- 
writer, was principal speaker. 

* * * 

Detroit—F. W. Ryan, Massachusetts 
Mutual, won the title of Detroit life in- 
surance golf champion at the joint out- 
ing and golf tournament of the Qualified 
Life Underwriters and Associated Life 
General Agents & Managers. H. R. Kelly, 
Pacific Mutual, was runner-up and P.C. 
Sweeny, Northwestern Mutual, third. 

G. M. Robinson, National of Vermont, 
won the low gross for managers, S. W. 
Ryan, Penn Mutual, low net, with C. P. 
McLain, superintendent of agents, 
Equitable of New York, second. 

* * * 

Birmingham, Ala.—The new board of 
governors includes Herbert Baum, D.H. 
Clark, C. E. Wise, Houston LaClair, 
W. I. Pittman, J. F. Lee, J. D. Willcox, 


R. E. Kassler, J. R. Eis, Ben Walker 
and W. S. Owen, retiring president, ex 
officio. 


The association will hold its annual 
picnic Aug. 29. 

* * * 

Manchester, N. H.—Several nationally 
known insurance men addressed the 
sales congress held here July 15. Dr. 
S. S. Huebner spoke on “Business Re- 
covery and Life Insurance.” R. B. Hull, 
managing director National association; 
P. F. Clark of Boston, past president 
National association, and H. E. North, 
second vice-president Metropolitan, also 
were on the program. 

*x* * x 

Pocatello, Ida.—E. E. Moberley, Equit- 
able Life of New York, was elected 
president; J. G. Jensen, Pacific Mutual 
Life, vice-president, and E. P. Graveline, 
Metropolitan Life, secretary-treasurer. 


Governor of Pennsylvania 
Approves Insurance Bills 





HARRISBURG, PA. July 18— 
Governor Earle has approved bills 
passed by the recent legislature making 
eight changes in the insurance depart 
ment act of 1921. One brings title 
companies, fraternals, and beneficial s0- 
cieties within the provision of Section 
502, thus permitting the commissioner 
to apply to courts of common pleas for 
liquidation orders for such companies. 

Another provides that the limitation 
upon percentage of the fair market 
value of real estate on which a domes- 
tic life company may make loans, shall 
not apply to bonds secured by mort 
gages insured by the Federal Housing 
Administrator. 

It allows investment of capital and 
reserve of any insurer in debentures 
sued by the FHA and securities issue 
by national mortgage associations. 

Gov. Earle signed an amendment per 
mitting a company to except from the 
incontestable clause disability as a dou 
ble indemnity benefits. 

The governor signed a bill empower 
ing him to name a commission of mine 
to study the condition of ill persons, the 
information to be used as a basis 10 
recommending ways and means for 
medical care of wage-earners. bi 
commission shall study the problem © 
health insurance legislation. Its repo 
is to be presented to the 1937 session. 
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Annuity Conversion 
Idea Is Spreading 


(CONTINUED FROM PAGE 1) 


give the policyholder an insurance policy 
for approximately the amount that his 
retirement annuity premium would buy, 
subject of course to evidence of insur- 
ability. One company will allow the 
policyholder to take life coverage up to 
what 120 percent of the retirement an- 
nuity premium would buy. Thus, the 
face amount of the insurance will vary 
with the type of policy. 
Illustration of Benefits 


A typical example: An assured 38 
years old has a retirement annuity, 
taken 10 years before, on which he pays 
an annual premium of $120. He takes a 
$5,000 ordinary life policy, receiving back 
about $650 as the difference between 
the tenth year cash values of a retire- 
ment annuity and an ordinary life policy. 
Furthermore, he pays the age 28 rate 
and not the age 38. With the dividend 
off, this is not much more than half 
what the age 38 rate would be on a new 
policy in the case of a high-premium 
company. 








Strong Optimism Noted at 
Research Bureau Seminar 





(CONTINUED FROM PAGE 3) 


may analyze his business and deter- 
mine whether it is being conducted 
profitably. Cost accounting, a vital 
principle in industry and business in 
general, is a field scarcely scratched in 
life insurance. This thought was de- 
veloped at the seminar by L. S. Mor- 
rison, who has done much of the re- 
search, work on agency costs and con- 
tracts. 

Other members of the bureau staff 
attending are L. J. Doolin, head of the 
service department; L. W. S. Chap- 
man, Kenneth R. Miller and Ward 
Phelps, also of the service department, 
and J. H. Wood, lecturer and con- 
sultant. 

Mr. Holcombe talked in the after- 
noon of the first day on “Factors of 
Motivation.” It is necessary for man- 
agers and general agents to make their 
agents desire to succeed, he said. To 
do so, the agency heads must be 
genuinely interested in their men, enthu- 
siastic and with an understanding of 
and sympathy for the agents’ financial 
problems. The humanistic angles are 
vital in building successful agencies. The 
managers can help their agents tre- 
mendously in building personalities 
suited for selling, not only as regards 
clothes and personal traits, but also 
voice, gestures, mental attitude in can- 
ne: interest in others’ problems, 
ete, 


Man-power Wastage Continues 


There still is a great wastage in man- 
power, Mr. Holcombe said. The older 
agents continue to be a problem. They 
ave not entirely become oriented to 
modern conditions. Mr. Holcombe re- 
called the first managers school, or 
series of lectures, conducted for four 
days in Chicago in 1926, comparing it 
with the 1935 seminar at Chicago, 
where attempt was made to limit en- 
rollment to 35 but 69 appeared. D. A. 
Day, then Chicago manager Mutual 
ife of New York, a master life sales- 
man of his time, and A. E. Patterson, 
Seneral agent in Chicago of the Penn 
Mutual, were principal speakers in 1926. 
>. T. Whatley, then general agent 
Aetna Life, Chicago, and now agency 
Vice-president for that company, was 
One of thei class. 


Leaders in First Class 


ofotners were: V. J. Harrold, home 

ce general agent Lincoln National; 
ie 3 Trenouth, assistant superintend- 
Sc oF agents Canada Life, and H. K. 
a och, Detroit general agent Aetna 
ae. G. G. Terriberry, a leading agent 





of the Mutual Benefit in New York, 


was one of the instructors. Now the 
seminars are thorough-going schools, 
ending with examinations for which di- 
plomas are given. 

Among the home office men attend- 
ing the seminar are: M. E. Lewis and 
L. N. Paquin, assistant superintendents 
of agencies Bankers Life of Iowa; P. 
M. Monahan, inspector, and R. A. San- 
derson of the educational department, 
Canada Life; D. E. Kilgour and A. H. 
Robinson, agency department Great- 
West Life, Winnipeg; C. F. Cross, sec- 
retary and assistant manager of agen- 
cies Lincoln National; B. N. Woodson, 
executive assistant Mutual Trust Life, 
Chicago; Dupree Jordan and E. C. Ma- 
son, agency department National Life 
& Accident; O. R. Carter, inspector of 
agencies New York Life, Chicago; W. 
F. Grantges, agency director, and Colin 
MacKenzie, agency secretary, North- 
western National; Davis Faulkner, sel- 
retary Seaboard Life, Houston. J. O. 
Stalson of the Harvard School of Busi- 
ness Administration also is taking the 
course. 


Committee Action 
Is Decided Upon 


(CONTINUED FROM PAGE 3) 


do but the Congressional proposed rem- 
edy he characterized as worse than the 
evil itself. The bill makes no distinc- 
tion between reliable and _ unreliable 
companies. It is a mistake, he claimed, 
to upset the procedure of good com- 
panies that are meeting all obligations. 
Under the Hobbs bill London Lloyds 
would be precluded. 


Federal Control Will Follow 


He sees a distinct inequity in the 
provisions. If the Hobbs bill is passed 
then he predicted it will be necessary 
to enact remedial legislation that will 
take away still more state powers. He 
declared that through a measure of this 
kind federal control would follow. 

Mr. Gruhn advised the committee to 
undertake to work out a practical plan 
with the help of the insurance organi- 
zations and officials that will be prac- 
tical and that will go far to curb fraud- 
ulent concerns. The Hobbs measure 
he feels will only encourage illegitimate 
outfits. American companies, he as- 
serted, should be allowed to compete 
- an equal basis with any foreign of- 

ce. 





Marine Protest is Made 


Attorney A. C. Charles of the Amer- 
ican Institute of Marine Underwriters 
said the marine section is inadequate. 
It gives London Lloyds unfair advan- 
tage. It does not reach Lloyds. The 
Lloyds observer did not object to the 
measure. The penalties imposed are too 
severe for slight infractions. He char- 
acterized the Hobbs bill itself as bad 
legislation giving unauthorized com- 
panies an advantage over regular com- 
panies. 

President G. E. Humphrey of the 
Hercules Life and other Sears, Roebuck 
insurance companies asserted that the 
bill lessens the powers of state officials. 
Tobin of Tennessee characterized it as 
futile and inefficient. He said each 
commissioner should get his own legis- 
lature to pass sufficiently vigorous laws 
to deal with the evil. Bowen of Ohio 
said he originally favored the bill but 
had changed his mind. 

Deputy Kelly of Montana came out 
strongly for the measure, saying it 
would do for insurance what the federal 
Securities & Exchange Commission had 
done for wild cat securities. 

Pink of New York said his state op- 
posed the Hobbs bill. He has two in- 
vestigators now at work running down 
underground concerns. 





Nathaniel Reese, general agent Provi- 
dent Mutual Life in Detroit, is on a 
European visit, having sailed on the 
Normandie. He is accompanied by 
Mrs. Reese and their daughter, Dor- 
othy. They plan to return about the 
last of this month. 








THE SPIRIT OF AMERICANISM 


The red glare of bursting rockets! ... The boom of 
cannons, muffled by dense clouds of smoke! . . . The crash 
of warships in desperate struggle! . . . Land troups ragged, 
weary, footsore, near starvation! . . . Men fighting against 
almost insurmountable obstacles to reach their goal—a land 
of freedom. 


That Spirit of Americanism lived on through the ages 
and, following its tradition, the Institution of Life Under- 
writing grew, forming a mighty bulwark of protection for 
American ideals. The Peoples Life Insurance Company was 
builded as our country was builded—the assets and security 
of the company are protected by rigid state and national laws, 
as well as by the character and ability of the officers. 

If you are interested in the security of your future, you 
will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


FRANKFORT INDIANA 











THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 
to 65 next birthday. 


——— 
A POLICY FOR EVERY PURSE AND PURPOSE 
OO 
Basil S. Walsh Joseph L. Durkin John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Independence Square Philadelphia, Penna. 
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LIBERTY NATIONAL LIFE INSURANCE ©. 





BIRMINGHAM 
ALABAMA ons 
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the Home Office. 


John C. Snyder, 
President 
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Fourteen years ago the Ben Hur Life Association, in line 
with its consistent policy of prompt settlement of claims, 
patented the above type of check as an integral part of 
every Ben Hur adult contract. It is for one-tenth of the 
face amount of the policy and, when necessary, can be 
cashed at local banks IMMEDIATELY after the death of 
the policy holder. Furthermore, red tape has been elimi- 
nated and the sun never sets on an unpaid just claim at 


BEN HUR LIFE ASSOCIATION 


Founded: 1894 
Home Office: Crawfordsville, Indiana 


Edwin M. Mason, 
Secretary 











Home Office Building 


Total Assets, $16,678,098.25 
A gain of over $1,100,000 for the year 1934 


Insurance in Force, $144,757,747 (Both 
A gain of over $13,000,000 in twelve months 


Alex. O. Benz, President 
Wm. F. Kelm, First Vice-President 


ADDS ANOTHER RECORD YEAR 


1934 was a record year for the Aid 
Association. It closed the year 1934 
with the largest membership and the 
largest amount of insurance in force 
and in the strongest financial condition 
in its history. Here are some of the 
facts and figures as of December 31, 
1934: 


Membership, 123,805 (Both rtments) 
A net gain of 12,015 members since January 1, 1934 


New paid-for a written in 1934, 


An increase of 22 percent over 1933 


Believes in the Future of Fraternal Legal Reserve Insurance 


AID ASSOCIATION FOR LUTHERANS 
APPLETON, WISCONSIN 


Wm. H. Zuehlke, Treasurer 
Albert Voecks, Secretary 




















608 Second Ave. S. 





Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


HERMAN L. £KERN, Pres. 


Minneapolis, Minn. 
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TAKE BOTH 


Insurance should 


Life Insurance Edi- 
tion ($3 a year) as well as the Fire, Automobile 
and ity Section. Both subscription, 


$5.50 a year. 
Send 


order now to A-1946 
now nner Exchange, 


Local agent who writes life 
read 


Thanks for saying 
you saw the ad in 
The National Under- 
writer when writing 
advertisers. 




















NEWS OF THE FRATERNALS 





Woodmen Circle Convention 





Mrs. Talley to Preside at New York 
Gathering July 21-27; Woman 
Judge to Speak 





The Woodmen Circle of Omaha, 
large society managed entireiy by 
women, will hold its biennial conven- 
tion in New York July 21-27, celebrat- 
ing the 40th anniversary. Eighty-one 
delegates from 42 states will attend. 
Judge Camille Kelly of the juvenile 
court in Memphis, Tenn., second 
woman judge in the United States, will 
be the principal speaker, on “The 
Changing Drama of Human Behavior.” 
She will be introduced by Dora Alex- 
ander Talley, president of the Woodmen 
Circle. 

Other officers who will attend in- 
clude: Mrs. Jennie Willard, Denison, 
Tex., vice-president; Mrs. Mamie E. 
Long, Omaha, secretary, and Mrs. 
Ethel Holiway, Montgomery, Ala., 
treasurer. Memorial services will be 
held Sunday night for members who 
have died. 

Monday, Tuesday and Wednesday 
will be devoted to business sessions, and 
a joint noonday luncheon with the 
Woodmen of the World, meeting at the 
same time and place, will be held 
Wednesday. That night a ritualistic 
demonstration will be held. 

Thursday morning and afternoon and 
Friday morning will be given wver to 
business sessions, and a round table 
luncheon will be held Friday and a short 
session Saturday. 


DeBarry Campaign Successful 


C. D. DeBarry reports that in his 16 
months exchange and new _ business 
campaign just completed for the Se- 
curity Benefit Association, the DeBarry 
organization wrote approximately 60,- 
000 applications for about $60,000,000 
of protection on a level rate basis. A 
force of 125 agents was maintained. 
The successful conclusion of the cam- 
paign was celebrated with a_ banquet, 
preceded by a business meeting. re- 
cently. 

The DeBarry representatives are now 
assisting district managers of the Se- 
curity Benefit Association in developing 
their territory. 

Mr. DeBarry also reports that up to 
June 10 there was a total production of 
$38,218,100 in an exchange new _ busi- 
ness campaign for a women’s society. 





Ruff Elected Moose Head 


W. S. Ruff, Canton, O., attorney, was 
elected dictator of the Loyal Order of 
Moose at the annual convention in Bos- 
ton. Other officers elected were: Vice- 
dictator, W. A. Anderson, Indianapolis; 
prelate, W. J. Egan, Newark; treasurer, 
H. W. Mate, Philadelphia; trustees, W. 
F. Tannhauser Milwaukee; J. H. For- 
rest, Pittsburgh, and B. W. Johnson, 
Chicago. 


Martin National Councillor 


E. B. Martin of Tennessee was 
elected national councillor of the Junior 
Order of United American Mechanics at 
the national council sessions held in 
Providence, R. I. Other officers elected 
are: Councillor, Andrew Ruppel, New 
York; national secretary, J. L. Wilmeth 
of Virginia; member board of control, 
C. E. Brewer of North Carolina. 








Two Officials Appointed 
H. E. Kluth of Harrisburg, Pa., has 
been appointed national sentry of the 
Woodmen of the World and Dr. H. B. 
Kennedy of Atlanta, Ga., named asso- 
ciate medical director. 
becomes a director. 


Mr. Kluth also 








Valuation Method Is Opposed 


National Fraternal Congress Takes Hand 
in Argument Over Commis- 
sioners’ Action 








A number of important fraternals ob- 
jected to the valuation formula adopted 
by the National Convention of Insur- 
ance Commissioners at the Seattle 
meeting affecting municipal bonds. 
These societies wanted to use quota- 
tions as of Dec. 31, 1935, or a mean 
average this year, but the commission- 
ers adopted a formula, using the mean 
between Dec. 31, 1934, quotations and 
the July 1. 

Some of the larger societies, it is re- 
ported, petitioned the National Fra- 
ternal Congress to get behind a move- 
ment for one or the other of the fra- 
ternals’ proposed bases. They felt that 
the commissioners’ formula was. illib- 
eral. 

Congress Takes Hand 


The N. F. C., therefore, sent a tele- 
gram to the Seattle convention present- 
ing these views and_ stating the formula 
would seriously injure fraternals owning 
municipals. Since the commissioners 
went ahead, without change, the N. F. 
C. will at the executive committee 
meeting of the commissioners probably 
seek a change in the formula more in 
line with the societies’ views. 

The opinion that the new valuation 
method is harsh so far as fraternals 
are concerned is not held by all of them. 
One fraternal executive expressed be- 
lief the plan is not so drastic as many 
societies seem to feel. He said the mu- 
nicipal bond market now is at the peak, 
there having been a steady rise for some 
time, and the mean values between July 
1, 1935, and the Dec. 31, 1934, quota- 
tions will be not at all harmful to the 
societies. 


Jekel Elected President 


C. F. Jekel of Philadelphia was elected 
president of the Fraternal Home So- 
ciety at the quadrennial convention in 
Ocean City, N. J. A proposal to hold 
biennial sessions was adopted, the next 
convention to be in June, 1937. Other 
officers elected are: Vice-president, J. J. 
Bozager, Waynesboro; secretary, , 
Buffington, Philadelphia; treasurer, Wil- 
liam McGonigal, Philadelphia, and med- 
ical director, Dr. N. F. Hoffman, Phila- 
delphia. 


Juvenile Members Gather 


The juvenile convention of the Na- 
tional Fidelity Life Association was 
held at Fulton, Ill., July 16-18, imme- 
diately preceding celebration of the 
town’s 100th anniversary. These meet- 
ings of juvenile members were insti- 
tuted ten years ago by President Arthur 
A. Bentley of the National Fidelity, who 
is in personal charge of arrangements. 


Mrs. Heckenkamp Is Dead 


F. W. Heckenkamp, president of the 
Western Catholic Union, is bereaved by 
the death of his wife, who was in il 
health for several years. 


Survey of Group Insurance 

LITTLE ROCK, ARK., July 18— 
The state department of labor recently 
submitted to Arkansas employers Of 
questionnaire on group insurance. 
the 190 concerns replying to the — 
tionnaire, 101 carried some form ° 
group insurance for their employes, di- 
vided as follows: Accident insurance, 
84; illness, 26; life, 82. In all 33,863 days 
were lost by victims of accidents during 
the year ending May 15, 1935, those 1 
jured receiving payments of $65,48°: 
Sickness was responsible for the loss © 
10,394 days, with $19,485 paid in pe 
benefits. Thirteen fatal accidents w 
reported for the year. 
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SALES IDEAS AND SUGGESTIONS 











Chart Gives Bird’s Eye View 
of Manager’s Job Today 





Management of an agency no longer 
signifies the privilege of putting one’s 
feet up on the desk in a private office 
and letting the staff do the work, if it 
ever did. Agency direction today is a 
complicated task calling for great vital 
force and love of fellow man, as well as 
sales and executive ability, the Life In- 
surance Sales Research Bureau of Hart- 
jurd points out in a valuable chart giving 
a bird’s eye view of the manager’s and 
general agent’s job. This chart is the 
foundation for the seminars which the 
bureau has been holding this year, wind- 
ing up with the two-weeks’ course now 
being conducted in Chicago, personally 
directed by Manager J. M. Holcombe, 


I. 

The chart, Manager Holcombe em- 
phasizes, shows merely the framework 
of agency management as it should be. 
Methods and specific plans for perform- 
ing these duties are given in the man- 
agers manual, “Managers Magazine,” 
and handbook of agency management 
published by the bureau. The chart is 
copyrighted, being presented here in full 
for the first time by special permission 
of Mr. Holcombe: 

Recruiting, Financing 

and Training Functions 

Duties Regarding New Agents— 

A. Recruiting Agents—i. Seeking 
agents, 2. Selecting agents, 3. “Closing” 
with them. 

B. Financing New Agents—1. Ar- 
ranging the contract, 2. Giving financial 
backing, 3. Advising on _ personal 
finances. 

C. Training New Agents—1. Giving 
oral instruction, 2. Providing for reading 
aa study, 3. Training the recruit in the 
eld. 

Duties 
Agents— 
A. Giving Service to agents—1. Pro- 
viding office facilities, 2. Getting live 
prospects for the agents, 3. Preparing in- 
surance programs for agents’ use, 4. 
Helping agents close cases, 5. Giving 
hinincial aid when needed. 

_B. Improving the Agent’s Individual- 
ity—1. Analyzing each. agent’s methods 
and production, (a) In the office (study- 
ing reports, etc.), (b) In the field (joint 
work; 2. Correcting the weaknesses of 
agents; 3. Teaching the agents to anal- 
yze their own work; 4. Getting the 
agents to study insurance; 5. Giving out 
new sales ideas and uses for life insur: 
ance; 6. Informing the’ agents of new 
pelicy provisions, etc. 

C. Building Agency Team Work—1. 


Plan for Reduction of 
Lapses Getting Results 


Regarding Experienced 














A lapse reducing paragraph for per- 
sonal letters to those who plan to sur- 
tender their life insurance has been de- 
vised by the Minneapolis office of the 
Lincoln National Life. The paragraph 
that gets results: “May we suggest that 
" you do not apply for reinstatement, 
that you write the word ‘canceled’ on 
your policy so there will be no ques- 
tion as to whether or not the policy 
's in force in event of your death. It 
's embarrassing to everyone concerned 
When a claim is presented by a bene- 
yd under a policy which has been 
thie entinued. We often have cases of 
hold kind where the death of a policy- 
hi €r occurs a short time after lapsing 
= felicy, and you may be sure that it 
th cult for us to tell the beneficiary 

at there is nothing payable.” 








Setting the agency objectives; 2. Arous- 
ing agency spirit and loyalty; 3. Getting 
the agents to work together in the field; 
4. Stirring up competition in the agency; 
5. Assigning special jobs to certain 
agents; 6. Promoting friendship between 
the agents. 

D. Terminating Relations 
Agents. 


Supervisory Work Is 
Another Vital Duty 


Duties Regarding Assistants—A. Di- 
viding up the supervisory work of the 
agency; B. Selecting supervisors and dis- 
trict agents; C. Training them; D. 
Checking up on their work. 

Duties Regarding Policyholders—A. 
Encouraging the Persistency of the 
Business—1. Giving routine service; 2. 
Clearing up misunderstandings; 3. Edu- 
cating against lapse and loans; 4. Culti- 
vating the goodwill of all policyholders. 

B. Making Policy Settlements—1. Ar- 
ranging surrenders; 2. Settling maturi- 
ties and death claims; 3. Aiding the ben- 
eficiary. 

C. Securing Additional Business. 

Duties Regarding the Home Office—A. 
Main‘aining the routine of hom: office 
connections; B. Conferring with jiome 
office representatives (at the agency or 
at the home office); C. Contributing 
ideas and suggestions for company use. 


with 


Duties Regarding Personal Efficiency 
A. Producing personal business; B. 
Strengthening his own standing in the 
agency: 1. Dividing his time and atten- 
tion properly; 2. Maintaining .his physi- 
cal and mental effectiveness; 3. Keeping 
prestige and friendship with each agent; 
C. Establishing himself and the agency 
as a community factor: 1. Co-operating 
with other underwriters; 2. Sharing in 
civic activities; 3. Developing a wide so- 
cial acquaintance. 


Office Organization Ic 
an Essential Activity 


Duties Regarding Office Organization— 
A. Providing physical equipment: 1. Se- 
lecting location and securing space; 2. 
Securing office equipment; 3. Getting 
supplies. 

B. Providing office personnel: 1. Se- 
lecting the cashier; 2. Selecting office 
clerks and secretaries. 

C. Maintaining office routine: 1. Ar- 
ranging for banking facilities; 2. Super- 
vising bookkeeping and accounting; 3. 
Supervising collection of premiums, etc.; 
4. Supervising the handling of policy 
loans, etc.; 5. Supervising reinstatement 
work. 

D. Providing for examination of risks: 
1. Recommending medical examiners; 2. 
Facilitating medical examinations; 3. 
Getting other information on risks. 

Duties Regarding the Territory—A. 
Analyzing the possibilities of teh terri- 
tory: 1. Sizing up the field for insur- 
ance; 2. Keeping in constant touch with 
business conditions and events. 

Covering the territory adequately: 
1. Dividing it into districts or sections; 
2. Locating agents in the districts or 








sections. 








Law, Trusts, Taxes Questions 








The questions on laws, trusts and 
taxes in the recent C. L. U. examination 
are given below. Answers to ten ques- 
tions within four hours were required. 

1. (a) “B” was solicited for an appli- 
cation for life insurance by an agent. 
An application was secured for an ordi- 
nary life insurance policy with disability 
income and waiver of premium. The first 
annual premium of $463.60 was paid by 
check at the time of application. Some 
time later the policy was issued but was 
refused by “B” because of the fact that 
it did not provide for the disability bene- 
fits applied for. “B” requests a return 
of his premium with interest, and, upon 
refusal by the insurance company, brings 
suit. State the principles of contract law 
which are applicable to this case, and ex- 
plain your decision. 

(b) On December 11, 1931, “M;” then 
17 years old, applied for a $25,000 life in- 
surance policy for the benefit of his 
mother and sister. The first premium 
was paid upon delivery of the policy, 
Dec. 14, 1931. Prior to the due date of 
the second premium the bank employing 
the insured closed and funds upon which 
he had relied were rendered unavailable. 
As a result, on Dec. 28, 1932, he repudi- 
ated his contract and demanded a return 
of the premium which he had paid at the 
time of delivery of the policy. Discuss 
briefly each of the factors which must be 
considered in determining whether “M” 
is entitled to any return, and, if so, the 
amount to be returned. 

2. In 1910 a life insurance company 
issued a $10,000 20-payment life insur- 
ance policy to “K,’ who was then age 
21. In 1930 “K” elected to take the cash 
surrender value of his policy which, accord- 
ing to the table of values incorporated in 
the policy, was $6,780. It was then dis- 
covered by the insurance company for 
the first time that, by mistake, it had 
used a table of loan and surrender values 
intended for insertion in twenty-payment 
life insurance policies of applicants aged 








41, and that the actual cash value for age 
21 at issue should have been only $4,680 
at the end of twenty years. It was held 
that “K” was entitled to $6,780. 

In another case, decided recentiy, an 
insured applied for a $3,000 life insurance 
policy with waiver of premium benefits 
in case of disability. By mistake the 
company attached a double indemnity 
rider, and insured retained the policy un- 
der mistaken belief that it was in con- 
formity with his application. Insured 
died as a direct result of an accident, and 
the beneficiary brought suit for double 
indemnity. It was held that the company 
was responsible for only $3,000. 

Discuss the principles of contract law 
involved in these decisions, and show 
that the decisions are perfectly consis- 
tent. 

* * * 


3. (a-1) Distinguish between duress 
and undue influence. 

(a-2) “Some contracts require the ele- 
ment of special formality.” Explain, and 
indicate the types of contracts which re- 
quire this element. Is it a requisite of 
life insurance contracts? 

(b) Outline and describe briefly each 
of the different ways in which contracts 
may be terminated. : 

4. On June 30, 1926, a $25,000 life in- 
surance policy was issued to “A,” pay- 
able to his estate, and six days later was 
assigned by him under an absolute as- 
signment for its full value to “B,” a 
business associate. “B” has invested 
$50,000 in a business which, because of 
experience, was managed by “A,” 
and “B” desired this insurance to pro- 
tect his investment. “B” paid all pre- 
miums on the insurance until 1931 when 
“A” was discharged. Shortly afterwards 
before another premium was due, “A’ 
died. Both the assignee and the execu- 
tor of “A’s” estate make claim. The 
executor contends (1) that the assignee 
had no insurable interest in the insured’s 
life, (2) that the assignment was in vio- 
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Q ALES IDEA 


OF THE WEEK 





HARD-HITTING CLOSE NEEDED 


_NEW YORK, July 18—Now is the 
time to smack the prospect between the 
eyes with a hard-hitting close, without 
wasting much time on the preliminaries 
leading up to that stage of the inter- 
view, in the opinion of some of the 
shrewdest strategists in the business. 

Much of the selling job—in the sense 
of convincing prospects of the desira- 
bility of more life insurance—has been 
done but in many cases it was impossible 
to close because of some genuine bar- 
rier, usually finances, or the fear of 
making future commitments when the 
outlook had approximately a zero visi- 
bility. 

For many of these prospects condi- 
tions have changed so that the former 
objections would no longer hold. They 
are just as convinced as they ever were 
of the value of life insurance but they 
are not likely to go out and buy any 
more coverage on their own initiative. 
They may not even be aware of the 
extent to which their situation has 
changed. 

It is believed that a good strong close 
would clinch many of these cases, that 
the situation constitutes an opportunity 
for the alert underwriter to make use of 
the foundation that has already been 
built not only by himself but by other 
agents who have done the advance work 
but are failing to follow it up. 


* * * 
ANALYZES NUMBER OF CALLS 


In a talk to the San Antonio Life Un- 
derwriters Association, Homer G. Hew- 
itt, Texas manager Northwestern Na- 
tional Life, said that if the agent is to 
get anywhere, old prospects must not be 
held on the active list too long. Since 
85 percent of the sales are made on the 
first three calls, he emphasized the 
thought that making more than three 
calls is not profitable. He then an- 
alyzed the methods of agents as related 
to the time between the first contact 
and the closing of a case with a view to 
profit to the agent and the organization 
of which he is a member, showing that 
if too long a period elapses the agent is 
failing. This question is to be deter- 
mined by the average time elapsed. 

Mr. Hewitt stressed the fact that 
heart appeal must dominate rather than 
an arithmetical demonstration based on 
dollars and cents. This method of 
working he gave as the determining fac- 
ter in whether a man is a large or small 
producer. The third factor in classify- 
ing an agent as efficient was given as 
the selling of income by the month 
rather than selling lump sum _ policies. 
The agent who sells lump sum policies 
was compared to the man operating a 
dump truck and the man selling income 
by the month to the architect. 








lation of statutes respecting unlawful 
wagers, (3) that the assignment had 
been intended to protect the assignee’s 
investment only while the assignee and 
insured were associated in business, and 
(4) that the policy reverted to the in- 
sured when his relations with the as- 
signee terminated. 

Discuss the validity of each of the 
executor’s contentions, indicating your 
final decision. 

5. (a) An agent of an insurance com- 
pany procured an application for insur- 
ance from “G.” The application form 
stated that the contract should not go 
into effect unless and until delivered to 





the insured during his good health, and 
unless and until the first premium was 
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paid and a receipt signed by the secre- 
tary of the company and countersigned 
by the agent was given. It also stated 
that the agent had no authority to bind 
the company ... to make, alter or mod- 
ify any contract, or to waive any of the 
company’s rights or requirements. “G 
paid the first year premium to the agent, 





who said he had forgotten his receipt 
book and offered “G” a receipt written 
on plain paper merely acknowledging 
receipt of the money and stating that 
the policy would go into effect as soon 
as a medical examination was taken. On 
Dec. 18 the insured was given a phy- 
sical examination, which, on Dec. 23, 
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was approved by the home office of the 
company. The evening of Dec. 22 “G” 
was killed accidentally, which fact was 
not made known to the insurance com- 
pany nor to the agent until several days 
had passed. 

Discuss the principles of agency law 
involved in this case, and decide whether 
or not the insurance company is liable. 

* 


(b) What are the legal distinctions be- 
tween (1) general agents, and (2) spe- 
cial agents? 

6. (a) “A,” “B,” and. “C” are en- 
gaged in business together. Their only 
assets of any consequence are’ invested 
in the business. Creditors are harass- 
ing the business for payment of their 
claims. “A’s” father dies leaving a life 
insurance policy for $10,000 in which 
“A” is named beneficiary. Shortly after- 
wards the creditors have the business ad- 
judged a bankrupt. Discuss the rights 
of the creditors (1) assuming the busi- 
ness is operated as a partnership, (2) 
assuming the business is operated as a 
close corporation. 

(b) During 1927, 1928, and 1929 the 
insured was president of a corporation 
which paid premiums on certain life in- 
surance policies on his life. The poli- 
cies were payable to a trustee under a 
trust agreement for the benefit of his 
wife and children, the corporaton having 
no interest whatsoever in the proceeds. 
Should the premiums so paid have been 
reported as income to the insured for 
federal income tax purposes during the 
years in question? Could the corpora- 
tion deduct the premiums paid in de- 
termining its taxable income? Give rea- 
sons in each case. 

7. (a) Describe the nature of the fed- 
eral gift tax and the exemptions allowed. 
For what purposes was the federal gift 
tax enacted? 

(b) and (c) Under a partnership 
agreement the life of each of the part- 
ners was insured by the firm. The firm 
paid premiums and retained the right 
to make loans, but each partner had the 
right to designate and change the bene- 
ficiary. Upon death of a partner the 
capital account of the deceased partner 
was to be charged with the amount of 
the insurance proceeds and the accounts 
of the surviving partners were to be 
credited proportionately with a like 
amount. Upon “A’s” death there was 
$100,000 of insurance on his life, ($10,000 
payable to his widow and $90,000 pay- 
able to his estate). His interest in the 
partnership at the time of his death 
amounted to $130,000. The tax bureau 
contends that $220,000 should be in- 
cluded in his estate for determination of 
the federal estate tax. The executor 
contends that not more than $130,000 
should be included. 

(1) Decide, with reasons. 

(2) What suggestions would you offer 
which would have avoided the possibility 
of a dispute of this sort. 

* * xX 

8. Explain how the following items 
will be treated under the federal income 
tax section of the Revenue Act of 1934: 

(a) Income of a revocable trust, con- 
sisting of securities, created by “A” for 
the benefit of “B,” payments to “B” to 
commence upon ‘“A’s” death. 

(b) Income of an irrevocable trust, 
consisting of securities, created by “A” 
for the benefit of ‘““B,’ payments to “B” 
to commence upon “A’s” death. 

_(c) Income of an irrevocable funded 
life insurance trust, consisting of securi- 
ties and life insurance policies, created 
by “A” for the benefit of “B,” payments 
to “B” to commence upon “A’s” death. 

(d) Proceeds of a $10,000 endow- 
ment insurance policy on “A’s” life, pay- 
able to “A” upon survival in a lump sum. 

(e) Premiums paid by a corporation 
for group life insurance upon its em- 
ployes. 

9. A prospect is willing to apply for 
a_ $150,000 life insurance policy if a spe- 
cial settlement agreement can be ar- 
ranged with the insurance company. He 
desires that the proceeds of the insur- 
ance upon his death be retained by the 
insurance company. The interest pay- 
able each year is to go to his wife so 
long as she shall live. Upon the death 
of his wife one-half of the interest éach 


year is to be added to the principal. If 
his married daughter is still living at 
that time, the other half is to be paid to 
her during the remainder of her life- 
time, and upon her death it is to be con- 
tinued to any of her children who are 
then alive, until the youngest reaches age 
30. At that time the insurance com- 
pany is to distribute the accumulated 
principal in equal shares to each of the 
children then alive. 

(a) Is the settlement requested in 
agreement with the common law rules 
(1) against perpetuities, and (2) against 
accumulations? If so, state your rea- 
sons for considering it in conformity 
with the rules. If not, state why not 
and give your suggestions for bringing 
it into conformity. 

(b) Is there any way by which the 
proceeds of the insurance and the in- 
come can be protected against creditors 
of the beneficiaries? Explain. 

*k Ok * 


10. Between 1923 and 1930 an insured 
acquired life insurance policies totaling 
$27,000. His wife was named as bene- 
ficiary to the extent of $22,500 and his 
daughter to the extent of $4,500. All 
designations were revocable by the in- 
sured. In October, 1931, the insured 
executed a trust agreement for the 
benefit of his wife and daughter, chang- 
ing the beneficiaries under his policies 
to the X Trust Company, trustee. Upon 
his death a few weeks later it was found 
that he was insolvent when the trust 
was created. The administrator of his 
estate sought to have the trust declared 
void and to have the proceeds of the 
policies turned over to him for the bene- 
fit of the insured’s creditors. 

Upon what argument would the ad- 
ministrator base his claim? Explain. 
What specific statute of many states 
might be invoked to defeat the claim 
of the administrator? Explain. 

11. (a) Outline the essential types of 
information required from an individual 
for the proper preparation of his will 
by his attorney. 

(b) Describe briefly three different 
methods of valuation of the interest of a 
deceased partner which may be incor- 
porated in a business life insurance trust 
agreement. Point out the advantages 
or disadvantages of each method. 


G. E. Nowotny, general _agent Amica- 
ble Life of Texas, at New Braunfels, Tex., 
has completed his eighth year as a mem- 
ber of the App-a-Week Club. 
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. RECENT COURT DECISIONS . 











Errs as to Extended Period 


Insured Ends Life During Time He Was 
Erroneously Informed Policy Was 
Good—No Recovery 








The New Jersey chancery court has 
denied recovery under a policy, running 
as extended insurance, where the in- 
sured committed suicide during the pe- 
riod that he was informed the extended 
insurance was to run. As a matter of 
fact, the company had miscalculated the 
period: of extended insurance and the 
suicide occurred after the true actuarial 
solution of the-problem. The case was 
Ginsberg vs. Eastern Life. 

The insured defaulted in payment of 
premium on Nov. 19, 1932. On March 
1, 1933, the Eastern Life notified the 
insured that his policy had lapsed and 
that extended insurance would be in 
effect for two years and 258 days from 
Nov. 19, 1932, expiring Aug. 4, 1935. 
On June 17, 1933, the insured com- 
mitted suicide. 


Miscalculation Claimed 


The Eastern Life set up that there 
had been a miscalculation and that the 
term for .extended insurance was only 
for 96 days and expired Feb. 16, 1933. 
The Eastern Life discovered the mistake 
about March 22, 1933. A corrected no- 
tice was prepared but there was no evi- 
dence that it was actually mailed. The 
assured was justified in believing and 
relying on the notice he had received 
from the Eastern Life. 

“What did the insured do, or what 
did he refrain from doing, as the result 
of the reliance on the erroneous notice, 
which caused injury or damage?” 

The only positive act on his part was 
commission of suicide, but he had no 
tight to do this in reliance upon the 
efroneous notice. He had no right to 
commit suicide at all. 


Would Have Reinstated 


The beneficiary contends that because 
of the erroneous notice, the insured re- 
frained from having the policy rein- 
stated. The court decided that the in- 
surer would not have reinstated the. pol- 
ity, because of the assured’s financial 
condition and the fact that he had pre- 
viously attempted suicide. The court 
concluded that if the assured had ap- 
plied for reinstatement he would have 
done so with the intention of commit- 
ting suicide shortly. 


Provisions Are Not Needed 
in Lost Policy Certificate 


The Alabama supreme court has ruled 

against an insured who sought to re- 
‘over against the Jefferson Standard 
Life on the grounds that certificates 
lor lost policy did not contain the pol- 
Ky provisions relating to total and per- 
Manent disability. Kimsey was the as- 
sured. 
_ The Jefferson Standard has been pay- 
ing to Kimsey monthly payments under 
the disability clause since the time proof 
of disability was received. The as- 
Sured sought to recover disability pay- 
ments prior to the time proof was fur- 
nished. 

Kimsey contended that the failure of 
the loss certificate to contain the pol- 
ity provisions as to disability was an 
€stopping or culpable silence, that 
amounts to a representation or conceal- 
ment of a material fact.” 

The court held that the complaint 
Shows no duty on the part of the Jef- 
€rson Standard to have the certificate 
So disclose the policy provisions; nor 
that there was any effort in the certifi- 
Cate to state any of the provisions in 
the policy. There could be no culpable 


silence in the absence of any duty to 
speak. 











Misstatements Found Material 





Insured May Not Have Known He Had 
Disease But He Did Know He 
Had Visited Doctor 





The United States circuit court of 
appeals for the fourth circuit (West 
Virginia) in Prudential vs. Loewenstein 
reversed the judgment of the lower 
court and held for the insurer on the 
ground that answers contained in the 
application were false and material to 
the risk. 

The court held that even if it could 
be assumed that the insured did not 
definitely know that he had serious 
heart trouble when he applied for the 
insurance, it still remains that he made 
an important misstatement of facts when 
he declared that he had not been at- 
tended bv a physician for any complaint 
during the last three years. It is not 
disputed that the insured told Dr. Har- 
ris, in giving a history of his ailment, 
that he had had previous attacks at in- 
tervals of six months. It is futile to 
contend that the insured did not know 
he was afflicted with palpitation of the 
heart and shortness of breath. Since he 
had such knowledge of his condition as 
to enable him to describe these symp- 
toms when seeking the advice and as- 
sistance of his physician it is manifest 
he could have given the same informa- 
tion to the company’s physician. 


Substitute Is Examined; 
No Contract, Court Holds 


The incontestable clause does not 
validate a policy, whereunder the one 
taking the examination is not the named 
insured, according to the Pennsylvania 
supreme court, eastern district, in Lud- 
winska vs. John Hancock Mutual. 

Bertha Ludwinska applied for an in- 
dustrial policy, naming her mother as 
beneficiary, and signed the application 
as “Victoria Ludwinska,” taking the 
physical examination for Victoria. The 
latter was confined in an asylum as an 
imbecile. Victoria died more than two 
years afterward. 

The supreme court held that to secure 
a policy there must be some offer or 
application by one capable of making it. 
There must be someone capable of con- 
tracting within the insurance law who 
does contract. Without this, neither the 
incontestable clause nor the policy itself 
have any life. The clause can rise no 
higher than the policy. The incontest- 
able clause cannot of itself create the 
contract. A contractual relation be- 
tween Victoria and the company never 
took place. 


Creditor Can’t Get Face of 
Policy Where Debt Is Less 


The Colorado supreme court. in 
Bosma vs. Evans, holds that although 
an insurance policy may be assigned to 
a creditor as security, i case of great 
disparity between the face of the nol- 
icy and the debt, the transaction par- 
takes so much of a speculation that 
when. debt, premiums, expense and in- 
terest are deducted the balance must go 
to- the -beneficiary. Otherwise the 
creditor could not hold such a policy. 

In 1932, on the request of. Evans, the 
insured, and Mrs. Evans, Bosma was 
substituted as beneficiary for Mrs. 
Evans. That writing designated Bosma 
as “cousin” of the insured, which was 
not trtiie. Evans, while riding in .the 
automobile of Bosma and driven by 
Mrs. Bosma, received injuries from 
which he died. 














The insurer. paid Bosma and Mrs.- 


Evans sued, claiming the substitution 
of beneficiary was a mere assignment to 
-Bosma as security for debts then owed 





him by Evans and Mrs. Evans, pay- 
ments of premium and interest thereon, 
one that the balance should be paid to 
er. 

At the beginning of the negotiations 
Evans and his wife were indebted to 
Bosma. They were unable to keep up 
premium payments, the policy had 
lapsed and had to be reinstated. Evans 
was ill and Bosma doubted if he would 
recover. Bosma contended: that the 
change in beneficiary was without any 
agreement as to the Evans’ debts and 
did not obligate him therefor. 

The higher court held that if this 
were so, Bosma was a mere speculator 
and the policy in his hands was a wager 
and was invalid. 


Finds Unreasonable Delay 


in Acting on Reinstatement 








The North Carolina supreme court has 
held for the beneficiary on the ground 
the jury was justified in finding that 
there was unreasonable delay on the part 
of the insurer in acting upon an appli- 
cation for reinstatement of the policy. 
_— case was Apostle vs. Acacia Mu- 
tual. 

The monthly payment due June 1, 
1933, was not paid. The assured died 
on Aug. 1, 1933. The application for re- 
instatement was delivered to the agent 
on July 24, 1933. 

The application for reinstatement was 
not received by the Acacia Mutual at 
its home office until July 31, 1933. 
Nearly four days elapsed from the time 
the application was delivered to the 
agent at Winston Salem on July 24 to 
the time it was received at the branch 
office in Charlotte on July 28. 

Whether upon all the facts and cir- 
cumstances there was an unreasonable 
delay upon the part of the agent was a 
question for the jury, the supreme court 
held. It cannot be held, as a matter of 
law, that the time which elapsed from 
the delivery by the assured to the agent 
of the application for reinstatement to 
the receipt of the application at the 
branch office in Charlotte was a reason- 
able time. 


Incontestable Clause Construed 


The incontestable clause has the ef- 
fect of making the disability clause in- 
contestable as to causes growing out of 
acts of the insured in its procurement. 
This was the decision of the United 
States circuit court of appeals, ninth 
circuit, (California) in Mutual Life of 
New York vs. Markowitz et al. 

The Mutual Life sought to rescind 
the disability clause and to recover from 
the assured $6,000 which had been paid 
to him under the disability provision. 

The Mutual Life contended that the 
policy created two distinct and separ- 
able insurances, one against the death 
and the other against the disability of 
the insured. 

The same court handed down the 
same sort of an opinion in New York 
Life vs. Kaufman et al. 

The court held the incontestability 
clause prevents contest for the fraudu- 
lent breach of provisions in the ap- 
plication for the policy. 








Insanity Is No Excuse 


Unsoundness of mind of the insured 
is not a good and legal ‘excuse for the 
failure to give notice made a requisite 
to the waiver of premium, according to 
the Tennessee supreme court in Pacific 
Mutual Life vs. Hobbs, admnr. 

The court, according to the decision, 
is without right to import-into the con- 
tract_an_exception. not_made, under. the 
guise of construction. It. is not required 
by any provision of the policy that no- 
tice of disability be personally given by 
the insured, hence, another could have 


“given the required notice on his behalf. 








Finds That Disability 
Occurred Before Age 60 





A question of whether disability oc- 
curred before the 60th birthday of the 
assured has been resolved in favor of 
the assured by the Tennessee supreme 
court in Metropolitan Life vs. Naill. 

The assured was an employe of the 
Jefferson Woolen Mills and was insured 
under a group policy with disability 
benefit if the disability occurred before 
age 60. 

Naill suffered a cerebral hemorrhage 
May 6, 1931, causing paralysis of an 
arm and leg and an impediment in 
speech. His 60th birthday was Sept. 
11, 1931. On Aug. 1 of that year he 
had recovered somewhat and returned 
to work, performing intermittently until 
Sept. 14, 1932, when he suffered a sec- 
ond stroke and also a light stroke on 
Oct. 1 of that year. He attempted to 
resume his labors the latter part. of 
January, 1933, but after working only 
65 hours, was discharged because of 
inability to perform his work efficiently. 

Three physician testified Naill 
should not have returned to work after 
his first stroke; that he is totally and 
permanently disabled, which they relate 
to the hemorrhage of May 6, 1931. 

The supreme court held that accord- 
ing to the medical testimony, one who 
has suffered a hemorrhage of the brain 
is totally and permanently disabled and 
is unable to work. This does not mean 
that he is unable to perform any labor, 
but simply that it is detrimental to his 
health and hazardous to his life. If 
the person feels impelled through neces- 
sity to try to work, even at the risk of 
sacrificing his life, there is no basis for 
complaint on the part of the insurer. 
Being unable to work any longer, the 
company should be required to pay. 





Works as Flagman But Is 
Entitled to the Benefits 


A railroad employe, totally and per- 
manently disabled, but given employ- 
ment as a flagman at a street crossing 
is entitled to disability benefits under 
a group disability policy, the Alabama 
supreme court has held in Protective 
Life vs. Wallace. 

Wallace was a railroad train con- 
ductor employed by the Tennessee Coal, 
Iron & Railroad Co. He was knocked 
down under a car and dragged for some 
distance. In addition to other injuries, 
amputation of a leg was necessary. Sub- 
sequently he was given employment as 
a flagman. 

The higher court stated that Wal- 
lace’s physical condition was such that 
he was not in a position in fact to enter 
into competition with others for a job 
of flagman. A jury could reasonably 
infer that Wallace was transferred to 
his present position more out of. con- 
sideration of his physical condition, in 
view of his long service, than any mat- 
ter of ability to work. He is totally 
and permanently disabled within the 
meaning of the policy. 


Benefit Society Must Pay 


The State Mutual-Berefit Society un- 
successfully attempted before the Penn- 
sylvania superior court, to have a death 
claim knocked out on the ground that 
the policy had an endowment provision 
as well and: that stich a society could 
not lawfully write such endowments. 
The court held that a death claim -was 
at issue and not the endowment. That 
the society may have included in the 
certificate an additional agreement 
which it had no power to make does not 
render void the provision it did have 
power to make. That which _is_as- 
suredly legal will be upheld. 
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A MONTHLY MAGAZINE ILLUSTRATING METHODS OF BUILDING, CONSERVING AND DISTRIBUTING YOUR ESTATE | 


Ina New Improved Style 








How Home Offices, General 
Agents and Managers Use 
THE ESTATE-O-GRAPH 


1—They enclose THE EsTATE-O- 
GRAPH in their agency bulletin or 
house organ, as a Pictorial Supple- 
ment 


2—They mail it each month to the 
wives of agents to give them some 
conception of the possibilities of the 
business in which their husbands 
are engaged, and to encourage them 
to help their *husbands succeed in 
life underwriting. 


3—Furnish copies to their agents 
each month to use as canvassing 
pieces and to supplement other ma- 
terial in agents’ sales kits. 


4—Use each current issue as the 
subject of discussion at one agency 
meeting each month. 


5—Keep a file of back issues in the 
agency for the use of agents on spe- 
cific cases, or for the purpose of 
supplementing and illustrating pro- 
posals. 


6—Encourage agents to distribute 
copies each month in person to their 
policyholders and prospects thus 
saving postage and providing a rea- 
son to contact prospects more fre- 
quently. 


7—Plan occasional monthly cam- 
paigns and sales contests built 
around the subject of the current 
issue. 


8—Use a general heading on copies 
purchased in a large quantity for 
the company or general agency, with 
a space provided in which each 
agent using a few copies can stamp 
his name. Makes the cost very low 
for individual agents. 


9—Have a selection of issues on 
various subjects available so agents 
can pick a suitable one to~ enclose 
with a policy when he delivers it. 
For example, on a policy sold to 
provide college funds, enclose. an 
Educational Issuc of THE EstaTE-O- 
GraPH. This makes delivery, and 
premium collection, easier 








Embodying changes suggested by franchise holders 


to make it a more valuable selling tool 


Bigger, Better, More 
PICTURES 


Large, effective, true-to-life pictures have 
always been a distinguishing feature of THE 
EsTATE-O-GRAPH. In the NEW Estate-O- 
GraPu this feature is still further emphasized. 
THE EstaTE-O-GraPH becomes more than 
ever a picture publication. 

The front cover contains only a picture and 
your imprint. On the other pages the pictures 
are so arranged to dominate the pages, with 
a minimum of explanatory text. 

Pictures are interesting. They are readily 
understood. They put their story across with 
a flash, in the most effective form—visually. 


‘The pictures used in THE ESTATE-O-GRAPH 


are especially posed. They are natural. They 
dramatize the functions of life insurance— 
visualize its many benefits. 


More Convenient Size 


The NEW Estate-O-GRAPH comes to you 
folded to size 334 inches by 87% inches. This 
is just the right size to slip into your pocket, 
to carry with you for use in visualizing your 
sales presentation, or to leave with your pros- 

. Our’ investigation among franchise 
holders showed that a size convenient to car- 
ry in pocket would be a distinct advaritage 
It means that a user can distribute part of his 
copies, economically and effectively, in person. 

This size is also just right for mailing in 
a Number 10 envelope, or for an effective 
mailing piece without énvelopes. Moreover, 
the copies come to ‘you folded, ready for use. 
This saves a lot of time and trouble. Yet there 
is no added expense. 


More Individuality 


There is more space for you: own special 
copy in the NEW EsraTe-O-GrapH. If ‘you 
mail the copies in envelopes (which is rec- 
ommended) you have the entire back page 
for your own special’ copy. This is in addition 
to your name which goes on the first page. If 
you wish, you may use some special title in- 
stead of the title, “THE EstaTe-O-GraPu, 
to individualize your copies still further. 


Looks Better When Received 
by Prospect 
In the new size, THE EsTATE-O-GRAPH 
need only be folded once. This means it is 
received by the prospect in much better con- 
dition than the former size, which required 
two folds. 


Rotogravure Printing 


THE Estate-O-GraPH will continue to be 
printed in rotogravure, the most effective 
method of pictute reproduction known. Roto- 


More Convenient Size 
Comes To You Folded 
More Individuality 


Looks better when 
received by prospect 


gravure printing lifts THE EsTaTE-O-GRAPH 
out of the class of ordinary advertising. gives 
it dignity and distinction. 


New Issue Every Month 


THE EsTaTE-O-GraPH is published month- 
ly. It treats a different phase of life insurance 
in each issue. By having each issue devoted 
to some particular benefit of life insurance, 
franchise holders build their selling activities 
around the issue. 

When the subject of THE EstaTE-O-GRAPH 
is Retirement Income, for example, prospects 
for this particular use of life insurance, re- 
ceive this issue. Sales meetings for the month 
are devoted to discussions of selling Retire- 
ment Income, effective sales presentations are 
studied. Thus, each month has a definite sales 
program, a definite obyective to be ac 
complished. 


Exclusive 


Except in the larger cities THE EsTaTE-O- 
GRAPH 1s sold on the exclusive basis. 

Even though you have seen copies of THE 
EsTaTE-O-GRaPH in its old form, you'll be 
interested in seeing the new copies. You'll 
like them, we're sure, and the improvements 

‘may be just what THE EstaTE-O-GRAPH 
needed to make it fit your needs. 


Send 25 Cents f 


A. D. Lance, Editor and Manager 


Pictorial Division, The Rough Notes Co., Inc. 


222 F. Ohio Street, Indianapolis, Indiana. 


More Sales For You At Less Cost 


Using THE EstaTE-O-GraPH to do your ~ 
preliminary selling for you means that you © 
can devote more of your time to closing. © 
Much of the preliminary work of interesting — 
the prospect, and familiarizing him with the — 
benefits of life insurance as applied to his — 
needs can be done for you by inexpensive ad- ” 
vertising, rather than expensive man power. 


THE EsTaTE-O-GRAPH, sent to prospects in ~ 
advance of calls, overcomes the hardest part — 
in selling life insurance. It gets you in. It | 
interests people in some particular phase of © 
life insurance as applied to their own personal © 
problems. It transforms that inactive accept- © 
ance of life insurance as a good thing for the © 
world at large into active interest in some — 
particular use of life insurance for the pros — 
pect himself. 


Use of THE EstaTe-O-GrapH means more © 
carefully planned work, means calling on in } 
terested prospects, means an end to the most: | 
disheartening part of life insurance selling— 7 
cold canvass. 


How would you like to have intrested pros 7 
pects on whom to call? Tue Esrate-0- 
ise Portfolio describes how this plan 
works 


Investigate the Plan at Our Risk 


The coupon below with twenty-five ceabs, 
(coin, or stamps) will bring you 7 
EstaTE-O-GRAPH POoRTFOLIO, containing 
samples of THE EsTaTE-O-GrAPH and if 
formation about the plan. The copies com 7 
tained in the Portfolio are advance issues ~ 
showing the new style of THE EstaTE-O- | 
GRAPH. Investigate this plan now, so that f — 
you wish to adopt it, you will be all ready © 
to start it with the first of June, when the © 
changes in THE EsTaTE-O-GRaAPH are made. 


Here’s 25c. Send me THE EstTaTE-O-Grapu Portfolio con- 
taining sample copies of the NEW Estatx-O-GrapH and 


information regarding the plan. 


If I don’t think this is worth an investment of 25c, 1 
will send this back to you, demand my 25c back plus the 
postage I have had to’ pay to return the Portfolio to you 





